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Thirty-ninth Year, No. 1 


Great Lakes Total 
Losses Averted By 
Decline In Shipping 








Fewer Vessels Navigating During 
Closing Months When Weather 
Is Often Bad 


EARLY SHIPMENTS HEAVY 


Ore and Coal Cargoes at Record 
Highs for Several Months; Grain 
Shipments Off 





By S. Donald Livingston 


The 1937 Great Lakes navigating sea- 
son was characterized by unprecedented 
activity during the first five months, but 
during the closing months there was a 
marked falling of ore shipments. Had 
not the production of steel decreased, the 
1937 season would have exceeded the 
peak year of 1929. 

This decrease in activity during the 

closing months of navigation had a bene- 
ficial effect on underwritirg results as 
many vessels were laid up during Octo- 
ber and November, the months which 
normally bring severe weather and more 
than the average number of vessel casu- 
alties. 
_In contrast to the past season, it is 
interesting to note that during the clos- 
ing months of the previous season the 
number of vessels in commission in- 
creased, and of seven total losses during 
the 1936 season, five were during the 
closing months, 

The following table compares the num- 
ber of American Great Lakes ore ves- 
sels in commission during the past two 
seasons, and illustrates the point made 
relative to the number of vessels in com- 
mission during the closing months of 
navigation in 1936 and 1937. 


American Ore Vessels in Commission 








No. Vessels Percent 

Month 1936 1937 1936 1937 
a 237 308 77.50% 100% 
Se scwks 240 312 79.81% 100% 
a 247 312 82.23% 100% 
nee 245 311 81.51% 100% 
Se signin 262 307 86.73% 98.88% 
. 2m 278 235 92.69% 76.68% 

Losses 


The American hull market was fortu- 
nate during the past year in having no 
lines on the two lake vessels which be- 
came total losses. The first of these 
was the Sin-Mac Line’s vessel Neebing 
which was overwhelmed by high seas in 
Lake Superior on September 24; the 
other being the Canadian canal size 
freighter Calgadoc which was not heard 
of after she left on a trip from St. John, 
Newfoundland, to Bell Island early in 

(Continued on Page 23) 
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Once Stagnant Dimes 


The ancient and honorable dime savings bank, located 
in some home drawer or on some shelf, is still a flourish- 
ing national institution. 


A few days ago one of our Harrisburg representatives 
was giving a sales talk on Retirement Income at 60. But 
the prospect, though impressed, was sure that he couldn’t 
pay the premiums at the present time. And, he added, that 
already he had a thrift plan, it being his dime savings 
bank, into which during the last six months he had 
dropped 900 dimes—$90. The quick-witted underwriter 
immediately connected those dimes with a semi-annual 
$3,044 Retirement Income contract, and closed the sale,— 


the prospect had other use for the remaining dimes. The 
policy was delivered, in exchange for 561 once stagnant 
ten cent coins, 


Persistent small hoardings change into profitable thrift 
when led into interest-earning channels. Dimes in this 
instance began to turn into ultimate Retirement Income 
dollars. 


THE PENN MUTUAL LIFE INSURANCE CO. 


Wo. H. KInocstey, President 
PHILADELPHIA 


Independence Square 











$3.00 a Year; 25c. per Copy 





New York Agencies 
Report 1937 Business 
Tops Previous Year 


Trend Has Been Toward Retire- 
ment Income Under Influence 
of Security Act 


SOME AGENCY FIGURES GIVEN 


Myrick, Knight, Luther-Keffer Top 
List; McMillen, Eubank, Fraser 
Above $10,000,000 


New York City life insurance agencies 
in 1937 showed a slight gain in volume 
of paid-for production over 1936 figures 
and in most instances reported a swing 
to higher premium policies and conse- 
quently a gain in premium income. The 
trend generally was toward retirement 
income imsurance following the broad 
emphasis placed on old age security by 
the Social Security Act which has made 
a nation conscious of the need for pro- 
viding for the years to come. 





The year showed a trend again toward 
protection contracts. Ordinary life com- 
bined with retirement income at ages 
50, 55, 60 and 65 was sold widely. In 
general most agencies reported that bet- 
ter forms of insurance have been pur- 
chased in the past year and that the 
buying trend was away from cheap in- 
surance. Income and family income in- 
surance was popular. Some agencies 
showed more sales to women and more 
juvenile insurance sold in 1937 than in 
the previous year. Agencies selling 
Group insurance showed gains in that 
field. 


Reports From Some Agencies 


As in recent years the Julian S. Myrick 
agency, Mutual Life of New York, re- 
ported the largest volume of Ordinary 
sales in New York City for 1937. Vol- 
ume in that agency including annuities 
was $24,238,646. The C. B. Knight Agen- 
cy, Inc., Union Central, of which Walter 
E. Barton is president, reported a vol- 
ume of $20,664,197 including annuities. 


_ The Luther-Keffer agency, Aetna Life, 


reported $17,000,000 of paid-for Ordinary 
life. insurance and supplemented that 
figure with a large volume of Group 
insurance and annuity premiums, 

Also in the group reporting more than 
$10,000,000 paid-for were the Clifford L. 
McMillen agency, Northwestern Mutual; 
the Gerald A. Eubank agency, Pruden- 
tial, and the John M. Fraser agency, 
Connecticut Mutual. Not all agencies 
are reported. 

Following are the paid-for figures from 
some of the agencies in New York City 
and Brooklyn as they were reported to 
The Eastern Underwriter. Except where 

(Continued on Page 14) 
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Massachusetts Mutual Life Insurance Company 
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etropolitan Life Library A Center of 


Research and Reference 


Wide Range of Questions and Subjects From All Departments 
of the Company Handled by Researchers Working Under 
Chief Librarian Florence Bradley; Index Has 80,000 Items 


In the library of the Metropolitan Life 
on the twentieth floor of its No. 1 Mad- 
ison Avenue home office building are 
approximately 80,000 items, including 
books, pamphlets, reports and other ma- 
terial. This library is available to 15,000 
persons, all employes of the company. 
The situation is similar to a library 
which is serving a town of 15,000 people, 
an unusually large number of whom 
would require library accommodation. of 
a superior kind by reason of their being 
envaged in a business or profession call- 
ing for inquiry and research into an ex- 
tensive variety of subjects touched by 
life, health and accident insurance in 
one way or another. 

Those who make use of the Metro- 
politan Life library constitute a highly 
diversified group. Among them are un- 
derwriters, production people, lawyers, 
doctors, scientists, accountants, engl- 
neers, architects, advertising men, writ- 
ers, artists, nurses, economists, real es- 
tate and financial experts, actuaries, lab- 
oratory technicians, statisticians, elec- 
tricians, metallurgists, teachers, ste- 
nographers, clerks and machine opera- 
tors. In addition to those who want 
serious books there are, of course, the 
fiction readers. 

Chief Personnel of Staff 

The library is in charge of Miss Flor- 
ence Bradley. Assistant librarian is Miss 
Margaret Bonnell; assistant in charge 
of insurance, Miss Edith Flagg; assist- 
ant in charge of public welfare and med- 
ical research, Miss Eleanor Fair. 

What educational background and pre- 
vious experience makes a good insurance 
librarian is variously demonstrated in 
the research staff of the Metropolitan 
Life library. Where a combination serv- 
ce of circulating library and research 
work is carried on Miss Bradley says 
he draws on her public library experi- 
ence so constantly that she owes much 
o both the New York Public Library 
pnd the Atlanta library where she first 
worked after finishing her Library 

chool course now known as the School 

f Library Service at Emory University. 

ler next step was out of the public 
ibrary field and into special research 
work which at that time was offering 
bew vistas to librarians. It was about 
21 that New York librarians began 
© meet for informal discussion about 
his new phase of work with the result 
hat they soon organized the New York 

hapter of the Special Libraries Asso- 
lation, now the largest city local. The 
upport of this chapter was of great sig- 
ihcance for the work Miss Bradley was 
alled upon to initiate first as librarian 

t the National Organization for Public 

ealth Nursing, which later merged with 

iree other health libraries to become 

e National Health Library. This af- 

rded valuable experience in public 


ealth and sociological specialization for 
€r work as librarian of the Metropoli- 
in Lite, where she has been since 1923. 
Edit Flagg, in covering the library’s 
MSurance research, comes in contact 
ith more bureaus and divisions of the 


mpany than any other member of the 
aff. \Vhat training or experience could 
> Sai! to offer adequate background for 
ch « job? Beginning with Smith Col- 
ge and Simmons College Library 


School, she also has had experience in 
the New York Public Library and later 
in the Sinclair Exploration Co., which 
gave her a start in research methods. 
She covers a multitude of questions daily 
ranging from “What is the address and 
name of secretary of the M.C.O.F. and 
the S.D.P.Z.?” to such brain storms as 
“Are the Neanderthal and Spy skulls 
and Trinil brain cap insured?” and “Are 
there any statistics available on life in- 
surance in force in countries affected by 


years in the Library of the Federal Re- 
serve Bank, which stood her in good 
stead when she came to the Metropoli- 
tan as industrial and business research 
librarian. 

Many Sources Drawn On 


The Metropolitan’s library was opened 
in 1909, at a time when it was not as 
casy as it is now to obtain from public 
libraries books on current topics and 
fiction writers. Therefore 


works by 





_ Left to right: Margaret Bonnell, assistant librarian; Florence Bradley, librar- 
ian-in-charge; Eleanor Fair, public health and medical librarian; Edith Flagg, 


insurance librarian. 


war from 1915 to date to show what war 
does to life insurance?” Of recent years 
she has followed all student work very 
closely in order to keep an adequate 
selection of text books for the insurance 
classes for the C.L.U. and Insurance In- 
stitute as well as actuarial student read- 
ing for examinations every Spring. 

For the industrial phase of medical 
and public health research work of this 
library Eleanor Fair draws largely upon 
her previous experience with the Na- 
tional Industrial Conference Board. 
There she became familiar with the re- 
search methods used in developing the 
cost of living studies as well as the re- 
ports of medical service in industry. 
Previous to that experience Miss Fair 
was in the libraries of Price Water- 
house & Co. and the School of Journal- 
ism, Columbia University, having come 
to New York from her library’ training 
at the Carnegie Library of Pittsburgh. 

Margaret Bonnell as assistant librarian 
seems to understudy all these specializa- 
tions, whether research, administration 
or circulating library. She, too, is an 
“alumna” of the Public Library where 
she gained valuable experience after 
graduation from Smith College and the 
Library School of the New York Public 
Library. This was followed by four 


books for recreational reading were in- 
cluded in the items catalogued. At that 
time the library borrowed many books 
from the New York Public Library. The 
need for that has now disappeared al- 
most entirely. Life insurance rubs shoul- 
ders with so many aspects of modern 
existence that no single library could 
provide all the material the Metropoli- 
tan’s home office force needs; so its 
library makes use of a membership in 
the Special Libraries Association to bor- 
row material from the business libraries 
of other association members. 

There is wide variety in the questions 
asked librarians at the Metropolitan. 
Many of them are rush _ questions. 
Something is going in the mail in a 
hurry; a report is being prepared; an 
important address; a piece of advertis- 
ing copy, or any one of many other 
items. An answer is needed at once. 
In other instances the information sought 
is for some material that may require 
weeks or months to complete, in which 
case the opportunity for more detailed 
research is possible. 


Questions of All Kinds 


To illustrate the wide variety of ques- 
tions that come to the insurance division 


481.90 


of the Metropolitan’s library, Miss Flagg 
mentioned these: 

Are there any statistics for new insur- 
ance by age groups? 

Is it possible to find statistics on life 
insurance in force in countries affected 
by revolutions, from 1915 to date, to 
show the effects of war on insurance in 
force? 

To what trade school in Brooklyn 
would a boy have gone several years 
ago if he lived near Meserole Street 
and Montrose Avenue? (A claim ques- 
tion.) 

Where are the records of the “South- 
ern District Court” of Pennsylvania, a 
court that went out of existence twenty 
years ago? 

Were there old life policies which stat- 
ed in the contract that an insurance 
company was not required to pay a death 
claim if the claim was not reported with- 
in a certain time mentioned ? 

What is the history of non-forfeiture 
in life insurance policies? 

Are there statistics of group insurance 
lapses? 

What books of psychology can one 
give to a business man to show him that 
a liberal attitude toward employes is 
necessary to get the best results? 

What is the S. D. P. Z. Society, its 
address and the name of its secretary ? 

Louis Dublin’s Observations 

In an article on “The Librarian in the 
Field of Research,” written in 1934 by 
Louis I. Dublin, Ph.D., third vice-presi- 
dent and statistician of the Metropolitan, 
he agreed with those who hold that we 
are passing through a period of political 
and social change; that this is a time 
when those engaged in the field of re- 
search are called upon more than ever 
before; that it is one of the encouraging 
signs of the times that technicians and 
men of learning are finding their way 
into positions of trust and power; that 
the special librarian is today an indis- 
pensable instrument of research in what- 
ever field of investigation. He also said: 
“There has been a tremendous develop- 
ment in the application of research, or 
what I would prefer to call productive 
scholarship, in human affairs, The great- 
est individual stimulus to this growth has 
been the association of scholarship with 
business. Through such a partnership 
the scholar has been able immediately 
to draw upon the great resources of bus- 
iness. The special library was, of course, 
the chief tool of those who applied the 
methods of scholarship to the needs of 
business. The government is in the 
present emergency taking the lead in 
utilizing scholars who are possessed of 
special skills. The various agencies that 
have been set up in Washington and in 
localized areas have already attracted 
huge numbers of highly qualified re- 
search men and women.” 

Scope of the Metropolitan’s library 
may be divided roughly into the follow- 
ing classifications of material: Insurance, 
public health, financial and _ industrial, 
and the loan desk for works on busi- 
ness English, statistics, fiction and other 
recreational reading. 

Some Books Much in Demand 

Heavy demand for certain books exists 
in this library as in others. For exam- 

(Continued on Page 8) 
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Men learn from experience. Year after year during the 
depression they saw a striking demonstration of the 
safety of life insurance. No wonder that when money 
again began to flow, more and more of it was used for 


next few weeks, the forthcoming annual statements of 
the life companies will again prove that this faith is 
justified — that no financial institution is safer than a 
good life insurance company. 
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life insurance. In 1937, life insurance in force in the As in past years, NWNL’s Financial Statement is the 


U nited States increased ov . 5 Billion Dollars, to an first to be published. As in past years, it again shows aly 
all-time record total of 110 Billions. that no life insurance company is stronger or safer than time. 
Public faith in life insurance is at a new high. In the Northwestern National Life. Ra 
Hartf 
53rd ANNUAL FINANCIAL STATEMENT hired 
December 31, 1937 — 
RESOURCES LIABILITIES sone 
eee ee wecccecee (42%) $ 2,744,919 TO ae a — Ae es <a $50,455,202 of P. 
U.S. Government Sec writios. aaieae . (23.0%) 14,944,691 Death Claims Due and Unpaid....................... ... None Secht 
Bonds Fully Guaranteed by the Ss Saaeeere ( 7.1%) 4,640,672 Claims Reported but Proofs not Received................. 113,199 
Canadian Government Securities............... ( .7%) 444,553 Mescrve for Cladus Uneoperted... «<0; .¢s0cccccseccesess 75.000 


Other Bonds: 


Secte, Gants, cn Miata. ... Present Value of Death, Disability, and other Claims Payable 


eer ee ( 5.7%) 3,659,491 

















Railroad Mortgage Bonds................... (6.9%) 4,468,911 in Instalments.......-..: 5. -- 0. 2.+eeneee eens 3,104,089 
Railroad Equipments....................-- ( 2.4%) 1,553,395 Premiums and Interest Paid i in p iidepnes.s Rite keds Stccense 344,279 
Public Utility.... ied ich (18.5%) 12,014,080 Reserve for Taxes Payable in 1938.......... acs biuledorteataos 312,146 
Industrial 3 joan ewectawed ( 1.4%) 884,549 Profits for Distribution to Policyholders. .... . . 2,413,093 
Miecellaneous..... . ae sok yaveiewiarn ( .4%) 249,517 Asset Fluctuation and Other Reserves noua 2,533,773 R awd 
First Mortgage Loans: S ‘ conte i . 
Farm Loans : aes Siva maomens ( 1.4%) 872,391 ‘i urplus Funds and Capital: nd co 
City Loans. ta PSR (5.4%) 3,506,402 Voluntary Contingency Reserves.......... . .$2,228,522 ‘rance 
eT SS SER ESE A aa Se ere (14.4%) 9,358,072 General Surplus Seana 2,218,792 in Ma 
Real Estate (Including Home Office Building). (44%) 2,884,193 Paid-in Capital. . ey ebike ow besa beoee 1,100,000 5,547,314 home ¢ 
Real Estate Sold Under Contract. ; e -1%) 89,898 TOTAI $64,898,095 In F 
Premiums, Due and Deferred. . .-- (38.0%) 1,948,498 pee Ce a ne eet ere ee Se Tenens ee 066,098,095 a Ay 
Interest Due and Accrued and Other Assets..... ( 1.0%) 633,863 ‘ a ‘ 
TOTAL 100% "364,898,095 Insurance in Force $418,536,825 — 
Mis kinvngans ene en ea i. 
‘ “ts . . imilar 
THE TEN YEAR RECORD — 
Comparing NwNL’s notable record during the past decade (1927-37) with the unusually hi 4 Nev 
fine combined record of all life insurance companies in the United States. 1937 figures for Growth in Assets atters 
all companies are as estimated by the Association of Life Insurance Presidents. 121% Dv Mor 
° e ye 0 la y 
Growth in Insurance in Force Growth in New Insurance Written 83% stabi 
62% ‘pon 
26% 30% 929, th 
—13% nd Mr 
$ brol 
. ‘ NwNL 
All Companies NwNL All Companies All Companies NwNL 
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Louis W. Sechtman Made 

Assistant Gen’l Agent 
IN LUTHER - KEFFER AGENCY 
Has Been With Aetna Life Since 1916 


Serving Under Several General 
Agents in New York 








j.ouis W. Sechtman, who has made a 
fine production record with the Aetna 
Life during his twenty-two years with 
the company, has just been appointed 
assistant general agent of the Luther- 
Keffer agency in New York City and 
will continue as heretofore in charge of 





LOUIS W. SECHTMAN 


full time production. Mr. Sechtman has 
been assistant to K. A. Luther up to this 
time. 

His career with the Aetna Life dates 
back to June, 1916, when fresh from 
Hartford Public High School he was 
hired by E. E. Cammack, then assistant 
actuary, for a Summer’s job in the home 
office actuarial division. But instead of 
entering the Wharton School of the U. 
of P. in the Fall, as he had planned, Mr. 
Sechtman decided to stay on with the 
\etna. A member of the Connecticut 
National Guard, he was among the first 
in the Aetna to enlist in the World War, 
and was in the regiment commanded by 
Major Morgan G, Bulkeley, Jr., son of 
the Aetna’s first president. The captair 
f his company was another Aetna man, 
Rawdon W. Myers, now vice-president 
and comptroller. Mr. Sechtman went to 
‘rance for A. E. F. service and returned 
in May, 1919, to rejoin the Aetna in its 
ome office Group department. 

In February, 1920, he was transferred 
o New York as home office Group rep- 
esentative under Mowry & Patterson, 
hen general agents. He then served 
tmilarly in Newark, N. J., under B. F. 
Reinmund and when the latter was called 
° New York upon the death of Mr. 
atterson, Louis Sechtman was selected 
by Mowry & Reinmund to organize and 
lanage the first brokerage department 
stablished by the Aetna in New York. 

pon Mr. Reinmund’s death in May, 

929, the agency became Hart & Eubank 
nd Mr. Sechtman continued in charge of 

S brokerage department. Then, when 

H. Keffer came from Scranton in 
uly, 1927, to become general agent of 
he 100 William Street agency, which was 
ne of four multiple agencies of the 
etna in New York at that time, Mr. 


echtman was again made brokerage 
anager. continuing until 1935, when 
uther-Keffer transferred him from the 
rokera:+ to the full time department as 
sistant to K. A. Luther, in charge of 
oduction, 

Since 1923 he has worked closely among 
oducet An interesting sidelight to 


rfer to is his association with C. P. 
ogge, which in 1929 resulted in a per- 
bnal pail-for production of $9,000,000 





Metropolitan Offers Sculpture Prize 


A competition for a commission valued 
at $8,000, open to all sculptors who have 
completed at least one professional piece 
of statuary, has been announced by the 
Metropolitan Life as a means to obtain 
an original sculptured group which will 
form the central unit of that company’s 
exhibit in the business administration 
building at the New York World’s Fair, 
1939. 

The desired sculpture is to symbolize 
the average American family, consisting 
of not less than three persons—mother, 
father, and child—although any other 
element complementary to the group as a 
whole, including additional persons, will 
be permitted. 

As is customary in such competition, 
the Metropolitan has invited certain 
prominent sculptors to participate. but 
these men—William Zorach and Mahonri 
Young, of New York: Robert Laurent. 
of Brooklyn, and Maurice Sterne, of San 
Francisco—will take their chances along 
with all others who choose to enter, as 
strict anonymity of all models wil’ be 
kept until after the final decision by the 
jury. 


Those Who Will Do Judging 


The jury which will pass upen the 
models will be composed of A. Conger 
Goodyear, president Museum of Modern 
Art. who will serve as chairman; Edward 
M. M. Warburg, collector and patron of 
the arts; George Howe, architect. and 
Frederick H. Ecker, chairman of the 
board, and Dr. Louis TI. Dublin, third 
vice-president, of the Metropolitan. ‘They 
will render a decision as soon as pos- 
sible after April 1 of this year, which 


has been sct as the closing date of the 
competition. 

“The sculpture will be the center of 
the company’s exhibit,” reads the an- 
nouncement, “and it is hoped that it will 
reflect the character of the company’s 
business of life insurance, which throws 
a mantle of protection around the fam- 
ily.” 

The finished group, which will be ex- 
ecuted in plaster, is to be of heroic size, 
nine feet high, and will be exhibited on 
a base five feet high against a black 
marble background thirteen feet eight 
inches in height by fifteen feet in width. 
The base of the monument is to be ap- 
proximately a foot high. The group is 
to be detached from the background and 
will be viewed from three sides. Illumi- 
nation will be from the base. Compe- 
tition models are to be cast in plaster 
at a scale of two and one-half inches 
to the foot. 

In Marble or Bronze 

Models are to be sent to the insurance 
company’s offices at 1 Madison Avenur, 
not later than April 1, accompanied by a 
plain sealed envelope containing the 
sculptor’s name. Models and envelopes 
will be numbered correspondingly on re- 
ceipt and will remain unidentified until 
after the award is made. 

According to Dr. Dublin, who is in 
charge of the details of the compctition, 
it is the expectation of the company to 
have the group cast in marble or bronze 
after the close of the fair and placed in 
a permanent location. The commission 
for execution of the sculpture in perma- 
nent form will be in addition to the 
$8 000 competition offer. 





Policyowners’ Meeting 
In New York January 13 


The first policyowners’ meeting in 
three years is being planned for January 
13 by the Life Underwriters Association, 
City of New York, Inc. Clifford L. Mc- 
Millen is chairman of the speakers’ com- 
mittee. 

Irvin Bendiner, million dollar producer, 
instructor at Wharton School of Fi- 
nance, University of Pennsylvania. C. 
L, U. Review Course at New York Uni- 
versity and C. L. U. Review Course at 
Seth Boyden College, has been an- 
nounced as the speaker. His subject will 
be “Protecting Business Values,” a talk 
designed to inform policyowners, attor- 
neys, trust officers and underwriters on 
the various ways of setting up estates 
to provide the greatest amount of good 
for the client. 

The departure in urging attorneys and 
trust officers to become a part of this 
meeting is new in the association’s his- 
tory of policyowners’ meetings. This 
feature has been worked out in coopera- 
tion with representatives from the trust 
companies and the several bar associa- 
tions of the city. Mr. Bendiner’s talk 
is being planned from the viewpoint that 
these two important allied groups will be 
present in considerable numbers. The 
meeting will take place as usual at the 
Hotel Pennsylvania promptly at 12 noon. 


J. M. Fraser Agency Dinner 


The agency staff of the John M. Fraser 
agency of the Connecticut Mutual Life 
at 149 Broadway, New York City, held 
its annual dinner at the Park Lane Ho- 
tel, New York City. December 29. John 
M. Fraser presided. Present from the 
home office were Vincent B. Coffin, vice- 
president in charge of agencies, and 
Frederick O. Lyter, assistant superin- 
tendent of agencies. 

Mr. Fraser congratulated the staff on 
the gain in insurance in force of over 
$2,000,000 and a 16% increase in business 
for the year. He reported that $1.649.000 
had been paid for by new organization. 


U. S. Life Expanding 
Its World-Wide Service 


Facilities of the United States Life, 
with its world-wide continuing service to 
policyholders, is now available to resi- 
dents of the Netherland West Indies in 
line with the company’s plan of extend- 
ing its facilities in that section of the 
Americas, under supervision of its Pan- 
ama Canal Zone general agent, Max 
Stempel. Norman Zimmerman, who has 
been appointed representative of the 
company there, is well known in the 
islands where he was for some time 
in charge of the life insurance depart- 
ment of Morris E. Curiel & Sons in 
Curacao. 
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The Equitable Life Assurance Society 


SUITE 2700, NELSON TOWER BUILDING 
450 SEVENTH AVENUE, NEW YORK CITY 


Charles McKeone 
Agency Cashier 


JOSEPH V. DAVIS 
General Agent 


Of The United States 


LAckawanna 4-6760 


+ 


Mitzi Klein 
Agency Secretary 








Jos. V. Davis Equitable 
Society General Agent 


OFFICES 450 7TH AVE., N. Y. C. 





Has Been Associate Manager of Riehle 
Agency; President of Life Super- 
visors Association 
At a luncheon presided over by Wil- 
liam J. Graham, vice-president of the 
Equitable Society, and attended by Sec- 
ond Vice-President Albert G. Borden, 
Arthur M. Spalding of the home office 
staff and Theodore M. Riehle, head of 
the Richle agency, announcement was 


made of the appointment of Joseph V. 





Underwood & Underwood 
JOSEPH V. DAVIS 


Davis as general agent for the Society 
Mr. Davis, who is president of the Life 
Supervisors Association of New York 
City, has been associate manager of the 
Riehle agency. He will have agency 
— at 450 Seventh Avenue, New York 

Aty. 

Mr. Davis is an associate member of 
the Equitable Old Guard and a graduate 
of all the Equitable sales courses as well 
as the Life Insurance Sales Research 
Bureau’s course in agency building. He 
has been associated with the Richle 
agency since February 15, 1926. Starting 
from scratch on March 1, 1927, he built 
an outstanding unit in that agency. His 
unit has paid for more than $5,000,000 
insurance in some years. For many years 
it has led all the units in the Greater 
New York Department of the Equitable 
and is a leading unit in the entire coun- 
try. He was appointed associate agency 
manager last February. 

A native New Yorker, Mr. Davis at- 
tended the New York City grade and 
high schools and the New York Uni- 
versity life insurance training course. He 
has spoken before many life insurance 
gatherings, One of his talks on “Selling 
the Job” was reprinted in “Management 
Plans” for June, 1937. 





Gilman, Boston, Goes With 
Moore & Summers Agency 


The Boston insurance fraternity got a 
big surprise this week when it was an- 
nounced that Charles C. Gilman, for the 
past thirty-three years associated with 
the James T. Phelps agency of the Na- 
tional Life of Vermont at Boston and 
that company’s leading producer, would 
hecome associated with the Moore & 
Summers agency of the New England 
Mutual Life at Boston. 

Charles Gilman is one of the _ best 
known life insurance men in the coun- 
try, especially popular as a speaker at 
insurance gatherings, being humorous, 
entertaining and at the same time ef- 
fective in putting over sales ideas. He 
has also been a contributor to insurance 
newspapers. 
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Life Companies Paid 
Out $3,000,000,000 


MOST TO THOSE STILL LIVING 








In Spite of Aggregate Gain in Protection 
Amount of Average Policy Is Still 
Very Small 


a million dollars every hour 
United States legal re- 
into 


\ third of 
was poured by 
serve life insurance 
American homes and business during 
every day and every night of 1937. This 
fact was carried this week in a state- 
ment by O. Sam Cummings, president 
National Association of Life Underwrit- 
ers. “This makes life insurance the 
createst distributor of wealth the world 
has ever known,” said Mr. Cummings. 
“The amounts for the entire year reached 
the astounding total of $3,000,000,000, of 
which 60% was paid to living policy- 
holders, and only 40% to beneficiaries. 

“Since the beginning of 1930,” con- 
tinued the statement, “our life companies 
have paid out to American citizens the 
tremendous total of $21,600,000,000, a sum 
twelve times greater than the total war 
debts of all Europe at present in de- 
fault and owing to the United States.” 


companies 


Help to Government 


In pointing out what this great dis- 
bursement has meant to the country 
through the depression years, Mr. Cum- 
mings said: “These funds have consti- 
tuted an emphatic aid to the Federal 
government in its recovery program. An 
analysis of the investments of a group of 
companies wh‘ch hold 92% of the assets 
of all United States legal reserve life 
insurance shows that at the end of 1937 
their total investment in Federal bonds is 
approximately 4% billions of dollars, 
which is more than 10 times the amount 
held five years ago. 18% of the total 
invested assets of these companies are 
in government bonds — nine times as 
great a percentage as in 1932.” 

It was emphasized by the president 
that these gigantic figures do not mean 


that life insurance is the favorite in- 
vestment of the man of wealth. “Life 
insurance owners of this country,” he 


commented, the rank and file of 
our population. The average ‘coverage’ 
per policyholder is just over $1,700 and 
the average size of the 120,000,000 poli- 
cies in force today is only about $825.” 


64,000,000 Are Insured 


Insurance in force, always a critical 
index of growth, continued its upward 
climb during the year just closed, said 
Mr. Cummings, mirroring the growing 
public confidence in the security which 
the institution affords. At the close of 
1937 64,000,000 Americans owned life in- 
surance aggregating approximately $110,- 
000,000,000, the largest amount in the 
hundred years’ history of legal reserve 
life insurance. Americans, with 7% of 
the world’s population, now own over 
70% of its life insurance. 

The trend in life insurance sales also 
indicated that 1937 was easily the most 
prosperous year since the depression be- 


‘are 


gan. According to Mr. Cummings, “new 
insurance placed by all companies in 
1937 aggregates $15,000,000,000—an in- 


crease of $700,000,000 over last year’s to- 
tal business written. A major part of 
the credit for this amazing growth should 
go to the American Agency System. The 
agent has, through life insurance and 
annuities, lifted from millions of citizens 
of America the weight of fear and dis- 
couragement—fear lest one may die too 
soon and leave his dependents helpless; 
discouragement because one may live too 
long and become a burden to his chil- 
dren.” ‘ 


C; B. KNIGHT AGENCY GAINS 


The Charles B. Knight Agency, Inc., 
New York, general agents Union Central 
Life, report paid business for December 
$2,382,301, compared with $2,122,070 for 
December, 1936. The total paid business 
for 1937 is $20,664,197, compared with 
$20,990,664 for 1936. 


Home Life of New York 
Field Meets in Florida 


Ethelbert I. Low, chairman of the 
board Home Life of New York, wel- 
comed members of the President’s Club 
January 3 as they convened for their 
regular meeting at Hollywood Beach, 
Florida. The President’s Club is com- 
posed of the top ranking salesmen of the 
Home Life who maintain their member- 
ships by qualified production during 
eighteen months. The club was founded 
in 1928 by Mr. Low, who was then presi- 
dent. Since becoming chairman of the 
board he has retained his interest in this 
club which he sponsored for ranking 
salesmen and welcomes them regularly at 
the meetings. 

Convention sessions were held every 
morning through Friday, January 7, with 
recreation and entertainment afternoon 
and evenings. The officers of the club, 
who are self-elected by virtue of their 
top ranking production since July, 1936 
(the date of the last meeting), were an- 
nounced as follows: President, Louis B. 
Forscher of the Jacoby agency, New 
York, who leads all members of the club 
in paid premiums; vice-president, Leon- 


ard L. Rothstein, also of the Jacoby 
agency. Executive committee members, 


in the order of their production ranking 
are Mrs. L. L. Joseph and Max Joseph 
of the Joseph agency, New York, and 
H. M. Grier of the Sutherland agency, 
Detroit. 

Twenty-five agencies are represented 
at the convention with members coming 
from nineteen cities. In addition to 
Chairman Low, other members of the 
home office staff who were at Hollywood 
Beach to take part in the program were 
James A. Fulton, president; Leigh 
Cruess, underwriting vice-president; C. C. 
Fulton, Jr.. agency vice-president; Wil- 
liam P. Worthington, superintendent of 
agencies; Eugene C. Kelly, Jr., conserva- 
tion supervisor; John H. Evans, agency 
field assistant, and J. S. G. Kemp, agency 
secretary. 


HASSARD JOINS WALSH 


Will Work Together in Chicago to Fur- 
ther Production Program of Home 
Life in Mid-West Field 
Edgar S. Hassard, home office agency 
field assistant Home Life of New York, 
has been assigned temporarily to the 
Chicago office of John F. Walsh, assist- 
ant superintendent of agencies. Mr. 
Walsh has removed to Chicago to be- 
come a resident home office official in 
the mid-western territory of the com- 
pany to further its expansion program 
for 1938. Mr. Hassard and Mr. Walsh 
will devote considerable time to promo- 
tion and supervision of planned estates 
sales training, Home Life’s programming 
method that has been its plan of selling 

since 1933. 

Mr. Hassard has had a broad experi- 
ence in the company. He began as a 
producer in the D. D. Johns agency. 
New York, later being appointed home 
office agency field assistant. He has 
been assisting general agents in recruit- 
ing, training and in direction of field 
activities. He is a graduate of Hamilton 
College, has been prominent in eastern 
amateur athletic circles and is a member 
of the Eastern Hockey Officials Associa- 
tion, and officiates in major Intercolle- 
ciate games in the East. 


MASS. MUTUAL SALES CLINICS 


Clarence W. Reuling, Peoria, presi- 
dent of the Massachusetts Mutual Gen- 
eral Agents Association, announces a 
schedule of regional sales clinics to be 
conducted by the general agents in con- 
junction with the home office. All agen- 
cies east of the Rockies will participate, 
each group attending the clinic in the 
key city of its own region. The sched- 
ule follows: 

Chicago, January 21-22, E. W. Hughes, 
chairman; Cleveland, January 23-24, EI- 
mer W. Snyder, chairman; New York, 
January 28-29, Lawrence Simon, chair- 
man; Atlanta, January 30-31, Harry I. 
Davis. chairman; Kansas City, February 
2-3, Charles L. Scott, chairman. 
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Story of Health Will 
Be 1939 Fair Feature 


AMERICAN MUSEUM ORGANIZED 
Lou:s I. Dublin, Third Vice - President 
Metropolitan Life, Among Project’s 
Incorporators 


SA pert 7? 





The story of man and his health, which 
is one of the feature exhibits planned 
for the New York World’s Fair, will be- 
come a permanent exhibit in the new | 
Museum of Health on Ward’s Island, | 
New York, after it has served its pur- 
pose at the fair, according to an an- 
nouncement by the Metropolitan Life 
it will be under the direction of the 
American Museum of Health, Inc., an 
organization recently incorporated in 
Albany to continue this interesting and 
educational exhibit for the benefit of 
New Yorkers and visitors to the city. A 
plot of twenty acres has been set aside 
on Ward’s Island for the American Mu- 
seum of Health by Commissioner of 
Parks Robert Moses. 

The incorporators of the American 
Museum of Health are all members of 7 
the advisory committee on Medicine and 
Public Health of the New York World's 
Fair. They include: Dr. George Baehr, 
of the New York Academy of Medicine; 
Homer N. Calver, secretary and director 7 
of the Committee on American Museum § 
of Hygiene of the American Public & 
Health Association; Dr. Louis I. Dublin, 
third vice-president and statistician Met- | 
ropolitan Life and chairman of the Ad- 
visory Committee on Medicine and Pub- 
lic Health of New York World’s Fair 7 
1939, Inc.; Dr, David I. Kalisky, chair- 
man Coordinating Council Five County | 
Medical Societies, and Dr. John L. Rice, 7 
Commissioner of Health, City of New 7 
York. 

The American Museum of Health is] 
the outgrowth of a plan launched in 1930 7 
at the annual meeting of the American 7 
Public Health Association, to provide 7 
different sections of the country with? 
such museums, which would aid in popu- | 
larizing and bringing home to the public 7 
the benefits to health through proper] 
hygiene. A committee for this purpose 7 
was named at the Fort Worth meeting 
and the work of this committee was) 
accelerated through grants made to it in i 
1936 by the Carnegie Corporation of New 
York and the Josiah Macy, Jr., Founda- 
tion. A group in Cleveland, Ohio, is al- 
ready working along these lines and has 
been incorporated under the name of the 
Cleveland Museum of Health and Hy- 
giene. The newly incorporated organi- 
zation is cooperating with groups in 
other sections who are formulating plans 
for such museums. 

The location of Ward’s Island, set 
aside by Commissioner Moses, will be 
conveniently accessible to the public 
when the proposed bridges to the new 
city park are built. The architectural 
plans for remodeling the present build 
ings and for the necessary construction 
have been drawn up by I. Woodner Sik 
verman. These plans include provisiotl 
for the dramatic presentation of mat 
rial to educate the people in  publiqg@ 
hygiene and for prompt and _ efficient 
handling of visitors to the museum. 





































GOOD BUSINESS IN DETROIT 
{n spite of a bad labor situation thal 
hit’ Detroit hard, Milton W. Woodward 
director of sales in the Johnston & Clai 
general agency of the Mutual Beneht 
reports a fine December business, ai 
for the year $9,093,800 of issued, p 
business, all coming from the agenc 
own representatives. The agency doé 
not accept surplus or brokerage busine 
and was ahead of 1936 by about 6 
The December business was $1,2938 
compared with $882,000 in the precedit 
December. 


MYRICK’S OFFICE WRITINGS 
Julian S. Myrick, New York mana 
Mutual Life of New York, reports pi 
December business $1, 945,044 comp: 
with $2,189,514 the previous Deceml 
For the year the total paid business 


$24,238,646 compared with $22,360,672. 
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The Metropolitan advertisement in J anuary 
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Readers are reminded, too, that generally 
































speaking it takes years to build an estate; while 






a well-planned Life Insurance Program — the 










modern way to safeguard the family —gives 


security from the start. 
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*Business Week, Collier's, Cosmopolitan, Forbes, 


Nation's Business, Saturday Evening Post, Time. 
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Two Assistants Named 
In Eubank Agency, N. Y. 


APPOINTMENTS AS OF JANUARY 1 





Harold H. Moore and L. P. Robinson 
Now Assistant Managers; 
Their Careers 


L. P. Robinson and Harold H. Moore, 
both of the Downtown Ordinary agency, 
Prudential, New York City, of which 
Gerald A. Eubank is manager, have been 
appointed assistant managers in that of- 
fice as of the first of the year. Mr 
Moore has been brokerage supervisor in 
the downtown office and Mr. Robinson 
has been tax consultant and has assisted 
in planning estates. They will continue 
in these capacities. 

Mr. Moore, known by his many friends 
here as “Mike” Moore, entered the in- 
surance business in 1924 when he was 
brought into the J. Elliott Hall agency 
of the Penn Mutual by Frank Pennell, 
recently retired as State Mutual general 
agent here. Born in Rochester, N. Y., 
on November 25, 1896, Mr. Moore was 
eraduated from Auburn Academic High 
School in 1915 and Cornell University in 
1919. He entered National City Bank of 
New York with a group of college men 
and was later made educational director 
on the West Coast. For a time he was 
with the home study department of Co- 
lumbia University. 

From his entrance into the business 
Mr. Moore has been doing brokerage 
work, After seven years with J. Elliott 
Hall he was appointed brokerage man- 
ager of the Allen & Schmidt agency, 
New England Mutual, New York City, in 
December, 1931. In February, 1934, he 
joined the Eubank agency as brokerage 
supervisor. He is widely known among 
brokers and has also maintained a large 
personal production. 


Mr. Robinson a Tax Expert 


Mr. Robinson began his insurance 
career with the Equitable Life of Towa 
in Newark N. J., in 1921, remaining there 
until 1925 when he went with the new 
agency of Hoey & Ellison. In 1927 he 
became office manager of the Trustate 
Corp., again doing estate planning work. 
In 1930 when Mr. Eubank was manager 
of the life department of Johnson & 
Higgins Mr. Robinson joined that office 
as tax consultant and to handle estates. 
Tn 1935 with the opening of the Down- 
town Ordinary agency, Prudential, Mr. 
Robinson went with that office in the 
same general line of work concerning 
taxes and estates. 


CONN. GENERAL IN NEBRASKA 





I. R. Zerzan of Omahe Insurance Agency, 
Inc., Will Develop Field for 


Life Insurance 


Connecticut General Life announces its 
entrance to Nebraska, and the establish- 
ment of an office in Omaha under di- 
rection of the Omaha Insurance Agency, 
Inc., an organization which has long 
been prominent as managers for fire 
and casualty insurance companies. Irving 
R. Zerzan, secretary-treasurer, is in 
charge of business development in the 
new life department. He has been presi- 
dent of the Omaha Safety Council for 
two years and is treasurer of the Omaha 
Y. M. C. A. The Connecticut General 
has been making mortgage loans in Ne- 
braska for nearly forty years and is well 
known throughout the state 





SALES CONGRESS COMMITTEE 

Nels J. Nelson, president San Fran- 
cisco Life Underwriters Association, has 
announced the following committee in 
charge of the sales congress to be held 
early this year; Clarence W. Peterson, 
Phoenix Mutual, chairman; H. Kenneth 
Cassidy, Pacific Mutual; Forrest J. 
Curry, Penn Mutual; James M. Hamill, 
Equitable Society; F. J. VanStralen, 
Massachusetts Mutual; Richard J. Ship- 
ley, Northwestern Mutual; Thos. A. Gal- 
lagher, Prudential; Nelson F. Davis, 
ws and Arthur K. Deutsch, Equi- 
table. 


Cecil Frankel Now General 
Agent of Equitable Society 


Vice-President William J. Graham of 
the Equitable Society announced this 
week the appointment of Cecil Frankel as 
general agent to build a new Equitable 
agency at Los Angeles, where Mr. 
Frankel is widely known and has been a 
successful producer as well as associate 
general agent with the George A. Rath- 
burn agency. He is a member of the 
Million Dollar Round Table and presi- 
dent of the Equitable Group Millionaires 
Club. He joined the Equitable in 1908. 

In addition to his insurance connec- 
tions Mr. Frankel is president of the 
A. G. Bartlett Co. and of the Carthey 
Circle Theatre Corp. and a director of 
numerous other corporations. He is 
president of the Uplifters Country Club, 
vice-president of the Building Owners 
\ssociation of Los Angeles, a member 
of the Rotary Club, Los Angeles Ath- 
letic Club, the Jonathan, San Gabriel 
and many other clubs. He is a director 
of the Los Angeles Symphony Orchestra 
Association. 





HOME LIFE’S LARGE GAINS 

Home Life of New York 1937 
with an 11% increase in new paid busi- 
ness over 1936. The company also reports 
a gain in insurance in force of $16,735,218 
for the year, the third successive year 
that it has shown a gain in that item. 
1937 has the best record since the de- 
pression period, the increase in force be- 
ing 84% greater than for the previous 
year. 


closed 





W. J. Pedrick to Take Over 
Equitable Brooklyn Agency 


WILLIAM J. PEDRICK 


Appointment of William J. Pedrick & 
Co., Inc., general agents of the Equitable 
Life Assurance Society at 630 Fifth Ave- 
nue, New York City, to take over the 
former Charles Jerome Edwards agency 
in Brooklyn is announced by William J. 
Graham, Equitable vice-president. The 

















Bacx of the Mutual Benefit man stands a home 
office with a proved ability to cooperate in the draft- 
ing of even minute details of an individual life plan. 
Back of him also stands a record of stability and fair 
dealing—a record of sound protection and liberal 
treatment. The Mutual Benefit has always been 
more liberal than any insurance law required. Of 
its own volition the Mutual Benefit pioneered the 
| Principle of Retroaction, which extends so far as 
possible all new benefits to old policies, making 


them in effect as modern as the newest. 
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change is effective immediately. 

Captain Pedrick is president of both 
the Fifth Avenue Association and the 
Midtown Chamber of Commerce and 
serves as a director of a number of 
other civic organizations. He was one 
of the founders of the Downtown Brook- 
lyn Association and is well known to 
Brooklyn residents through his active 
interest in the business, civic and char- 
ity projects of that borough. He lived 
for many years at 814 Lincoln Place, 
Brooklyn, where his mother and four 
sisters still reside. 

Harold Letcher will continue independ- 
ent connection with the Pedrick agency 
and will devote part of his time to home 
office work. 





AVIATION RULES LIBERALIZED 

Goulden, Woodward, Cook & Gudeon, 
New York, general agents Connecticut 
General, are advising brokers that the 
company has greatly liberalized its at- 
titude toward the aviation hazards. Pre- 
vious rulings have been modified and in 
addition the double indemnity benefit is- 
sued with all forms of policies, both par- 
ticipating and non-participating, has been 
extended to include the aviation hazard. 
The new benefit pays double the face of 
the policy in event of death by accident 
while flying as a fare paying passenger 
in an aircraft operated on regular sched- 
ule by an incorporated passenger carrier 
over an established route; no increase in 
premium, unless excessive flying is done. 


PETERS HOME GENERAL AGENT 


Home Life of New York announces 
appointment of Sidney C. Peters as gen- 
eral agent in Denver. All of Mr. Pcters’ 
experience in life insurance has _ been 
gained in Denver, where he has lived 
for the past seven years. He was en- 
gaged as physical education instructor in 
public schools but left that work to enter 
life insurance about four years ago. 








Metropolitan Library 
(Continued from Page 3) 


ple, there are at present about seventy 
applications for “An American Doctor’s 
Odyssey,” by Heiser. Other books for 
which a considerable number of persons 
are awaiting a chance to read are: 
“Mathematics For Millions,” Hogben; 
“Life Insurance Speaks For Itself,” Lin- 
ton; “Doctors on Horseback,” Flexner; 
“Return to Religion,” Link, and “Mid- 
dletown in Transition,” Lynd. 

In the six months prior to October, 
1937, the number of books circulated was 
42,929; average daily circulation, 330; 
magazines routed, 23,155; reference 
questions received, 1,772; borrowers reg- 
istered, 8,896; new subject cards added 
to the general catalogue, 1,536. 

Miss Bradley and her assistants have 
so thoroughly organized their source 
material that it may be said to be well 
within arm’s length. They regard the 
bound file of the New York Times, with 
its annual indexes, as a mine of informa- 
tion. The standard reference volumes 
are also constantly proving their worth. 
Home office demands spread into so 
many fields of interest that it has been 
found necessary to clear them through 
some logical plan of library administra- 
tion. The organization of card cata- 
logues, books and library assistants into 
a scheme of service that will respond 
easily, accurately and completelv is the 
result of years of experience. The spe- 
cial groupings include the magazine 
shelves, cataloging group, loan desk, ref- 
erence collection, insurance alcove, busi- 
ness subjects, files of medical magazines, 
archives material, answers to questions 
regarding history of the Metropolitan 
and the circulation department, which 
comprises about 15,000 works of fiction. 
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ACACIA | 
MARCHES ON! 


Preliminary 1937 Annual Report Figures 











NEW PAID-FOR INSURANCE 


over $42,500,000 


INSURANCE IN FORCE increased by more than $20,000,000 
to an All-Time High of 


over $389,000, 000 


and ASSETS increased by more than $6,250,000 to an All-Time High of 


over $72,000,000 


This represents an increase in Assets of over 250% since Acacia in 1926 reduced its 
premium rates lower than those of any other mutual, old line company. During this 
same period of time Acacia has paid out to beneficiaries and policyholders a total of 


OVER $53,000,000 OF WHICH 
over $10,000,000 wasn 


DIVIDENDS TO POLICYHOLDERS 














Acacia representatives in 1937 earned more in first year 
commissions, monthly income, and bonus for quality business 
than in any previous year. The quality service they gave is 
reflected in Acacia’s substantial increases as shown above. 


More than 50% of our representatives are members 


of the William Montgomery Quality Club—Acacia’s 
highest standard for quality production and con- 
servation. 








Acacia measures its progress each year not by production 
but by its met gains. 


ACACIA MUTUAL LIFE INSURANCE CO. 


Chartered by the Congress of the United States in 1869 
Branch Offices in Sixty Principal Cities 
WILLIAM Montcomery, President 


51 Louisiana Avenue 


Washington, D.C. 
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There's a life insurance angle to 






nearly everything. Take the high- 
for Think 


many life insurance dollars have 


ways instance. how 


gone into the building of our good 


roads. Policyholders put saved 
dollars into life insurance, and life 
insurance companies use these 


saved dollars to build roads for the 

policyholders to drive on. The 

Bankerslife alone has an investment 

of $22,000,000 in U. S. Highways. 
—BLC-—— 

Then from the safety angle, life 
insurance is again at work. First, 
in benefit payments to victims and 
their families; second, in educa- 
tional campaigns to promote high- 
way safety. “Bankers Life Light,” 
policyholder publication, is printing 
a series of educational articles to 
promote more careful driving. 

—BLC— 

Individually, every man in 
the life insurance business 
can do two things to help. 
First, drive more carefully 
himself; second, support local 
safety campaigns. 

ut 

U. S. customs are busy every 
year checking in great shipments of 
Dutch tulips to Pella, Iowa, Dutch 
community founded nearly a cen- 
tury ago. Every fall there is a 
tulip planting time, and every 
spring many thousands converge on 
Pella for the annual tulip festival. 
Founder of Pella was Dominie 
Henry Peter Scholte, grandfather 
of Bankerslife President Gerard 
Scholte Nollen. 

—BLC— 

Iowa was established as a 
territory in 1838, and Iowa of 
1938 is celebrating the cen- 
tennial. Most of the lands of 
Iowa were not even surveyed 
at that time, and the work 
wasn’t finished until 1858. 
One of those who ran first 
township lines in Iowa was 
Edward A. Temple, a young 
man from Burlington, Iowa, 
who established the Bankers- 
life Company in 1879, and 
who served as its president 
from the beginning until his 
death in 1908. 


BANKERS LIFE 


DES MOINES COMPANY 


Established 1879 











Controlling the Interview Necessary 


In Effective Selling, Says J. A. Schnur 


When a man decides to make a career 
of selling life insurance and has actually 
launched himself in this business he 
should burn all bridges behind him so 
that there can be no turning back, in the 
opinion of J. A. Schnur of Leyendecker- 
Schnur agency of the Guardian Life at 
225 Broadway, New York City. Every 
man whom he encounters must be ap- 
praised from the standpoint of life in- 
surance. 

Carrying through with this idea of ag- 
gressive, militant selling, Mr. Schnur, 
who has a fine record of personal pro- 
duction over a long period of years, has 
developed what he calls “The Offense 
Mechanism.” “Remember,” he says, “the 
man you are out to sell is just a human 
being, He is an average man, not an 
ogre. Being confronted with an aver- 
age man we have a simple problem. 

“Let us picture ourselves in the office 
of a man who has quite a family and 
who is alive to his responsibilities to that 
family. He has an adequate amount of 
life insurance. You know it, you must 
admit it, but remember you are there 
to sell him at all costs. No man can 
carry too much life insurance. Now if 
you approach this man in the following 
manner, I am quite sure you are going 
to arouse his interest so that you will 
create a thinking attitude on his part. 
Here is one way to do it: 

Making Presentation 

“Mr. Jones—I have gone over your 
entire life insurance situation very care- 
fully. I cannot but compliment you on 
the fact that you fully recognize your 
responsibility to your family and that 
you believe in life insurance 100%, but 
also I cannot help but add an idea or 
two in the thought that you may thereby 
see one or two things that I have in 
mind in a different light. 

“‘Recently I was driving home on the 
West Side Express Highway. It was 
late in the evening and darkness was 
fast approaching. I looked up to my 
right and there I saw that majestic 
edifice which it always gives me pleasure 
to look at. It was the Empire State 
Building, lit up in all its glory, and the 
most imposing part of that phenomenal 
structure was the tower. And then I 
thought how differently that building 
might look if, in my mind’s eye, I were 
to remove that brilliantly lighted tower 


from that building. It would not be 
finished. It would be simply another 
building. 


“‘Now, if you were to complete your 
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job by adding let us say, $12,000 worth 
of life insurance—$6, to give your 
daughter a dowry at 22 or 23 years of 
age, and $6,000 to give your son a fund 
to start him out on his business career 
—you know what you would be doing, 
my friend—you wouldn’t be putting a 
tower on your life insurance estate. You 
would be actually completing the job; 
because if you were to remove that tower 
from the Empire State Building, the 
building itself would still be all right— 
the plumbing and the fine elevators and 
the marble staircases, everything would 
be as it is today, but that tower is the 
majestic finishing touch to that building. 
It adds a feature that makes everyone 
admire the beauty and contour of the 
architecture that we find in the Empire 
State Building—and that one point I 
must emphasize in connection with your 
life insurance. I recommend that you 
finish it, put a tower on it.’ 


_ “Of course, I make it a point in bring- 
ing home this thought to be real enthu- 
siastic about my subject. I am showing 
him that I am vitally interested in the 
completion of that job. I don’t just let 
the words roll off my lips as so many 
words. 


“I am reminded of an incident that 
happened not so very long ago when I 
was confronted by a man whom I quick- 
ly catalogued as a selfish individual. He 
didn’t care much about what would hap- 
pen after he died but he did think about 
himself. I decided then and there that 
I should remove from the picture the 
word ‘death’ and talk about ‘life,’ and I 
remembered a chart that I saw many 
years ago in the hands of a life insurance 
man. I brought this into play very 
quickly when I said to this man, ‘Look, 
my friend, do you know that in my ex- 
perience I have found that men die 
twice? Yes, they die two times!’ 

“Well, that surprised him because the 
average man only knows and thinks of 
one death, but I spoke about two deaths, 
and he wanted to know what I meant 
when I said that a man dies twice. 
Quickly I told him the story of what 
happens when the law of averages is 
brought into play. 

“I told him the story of one hundred 
men, all starting out at age 25, and that 
forty years later, only thirty-six of those 
100 have died and sixty-four were still 
alive at 65. Of the sixty-four, I pointed 
out that one of them was wealthy. Four 
of them were independent, and five were 
still able to wield mops and hold down 
jobs, such as a night watchman or a 
janitor; but fifty-four of those men were 
dead economically. They were depend- 
ent upon charity and friends and rela- 
tives for support. They were thrown 
from one place to another and life was 
made most miserable for them. Wasn’t 
it true, then, that these fifty-four men 
were definitely dead economically, and 
isn’t it true when I tell you that an eco- 
nomic death is ofttimes worse than the 
actual death? 

“That made his man think and it 
wasn’t very long before I induced him 
to sign an application for a Special Life 
Income Endowment policy because I was 
able to make him afraid of what might 
happen should he get to be an old man 
without any resources. A very simple 
and homey thought, but a thought that 
registered.” 





GASTIL AGENCY WINNER 

The Walter G. Gastil agency for 
Southern California at Los Angeles of 
the Connecticut General, last Fall was 
wired a challenge from the Boston 
agency of the company to a six weeks’ 
contest on an even basis, in spite of the 
fact that Boston had led in agency stand- 
ing for the company for the year to that 
date. The challenge was accepted and 
the Gastil agency won the contest, which 
was on a settled paid premium basis, 
by over $10,000 in premiums. 


Whitney Goes to Hughes 
Agency of Mass. Mutua! 


Russell C. Whitney, who has _ been 
Chicago general agent of the Genera! 
American Life, has resigned to become 
associated with the E. W. Hughes gen- 
eral agency of the Massachusetts Mu- 
tual Life. Mr. Whitney has had four 
years’ experience in insurance. Prior to 
his affiliation with the General American 
Life he was an insurance broker in 
Chicago. He was graduated from the 
University of Chicago in 1929. His first 
position was with Halsey, Stuart & Co., 
in a sales capacity. After three years 
there he entered the City National Bank 
and for a year was in its commercial 
investment department, buying bonds. 
He then entered the insurance business. 
His club affiliations are the University 
Club of Chicago, University Club of 
Beverly Hills, and the Beverly Hills 
Tennis Club. He is also a captain in 
the 124th Field Artillery of the Illinois 
National Guard. 





Crown Prince Simeon 
Insured For $10,000 


Baby Crown Prince Simeon of Bul- 
garia has been insured for $10,000 pay- 
able in 1956 when he comes of age. The 
presentation of the policy was made in 
Sofia by the Bulgaria Insurance Co. The 
present king, Boris, also received a 
policy at birth and was paid $15,000 in 
1915 when he attained his majority. The 
General Post Office gave the present 
baby prince Savings Bank Book No. 1. 
King Boris started his son’s account with 
a gift of $10. 


ADVISES EARLY APPROACH 








Educator Believes Recruiting of College 
Men for Agents Should Begin 
Before End of Term 
Dr. Charles J. Rockwell, University of 
Southern California, addressed the Life 
Insurance Managers’ Association of Los 
Angeles recently on recruiting, deal- 
ing with selection of the man and re- 
sponsibility to the man after he has 
been selected. Dr. Rockwell discussed 
in detail the attitude of the college man 
with respect to the extent of benefits to 
be derived by him from entering the 
life insurance business as an agent, to- 
gether with the responsibility of the 
manager or general agent, both in in- 
terviewing him as a prospective under- 
writer and in the consideration and de- 
velopment of his potential ability as a 
salesman after his selection for the job. 
He emphasized the importance of not 
waiting until the end of the college 
year to approach college men as pros- 

pective agents. 





CASHED IN ON PICNIC 





President of Guides’ Association Gives 
Use of Amplifier to Bring in 
Prospects for Interview 
Two representatives of the Nova Sco- 
tia branch Canada Life saw a great op 
portunity for business during the annua 
one week “Guides’ Picnic” held at Lake 
Williams, After interviewing the presi+ 
dent of the association, the representa 
tives sold him policies on his two daugh 
ters and his son totalling $9,500. In ad 
dition they obtained from him a numbe 
of prospects among those attending thé 
meeting and got permission to use thé 
loudspeaker equipment on the picnid 
grounds to call those they wished té 

interview to the president’s office. 

As there were between three and fou 
thousand people in attendance, the loud 
speaker facilities greatly simplified meet 
ing the most desirable prospects. No 
only did they close some business on thé 
first interview, but they got in touc 
with a number of people who may Dé 
sold later. 


G. A. MARTIN RESIGNS POST 


George A. Martin, San Francis¢ 
manager Oregon Mutual Life, has re 
signed and will leave for business com 
nections in the East. 
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Northwestern National 
Makes Fine Report 


MANY SUBSTANTIAL INCREASES 





President Arnold Notes More Demand 
For Family Protection and Less 
For Investment Types 





A $23,800,000 gain in insurance in force, 
to a total of $418,536,825 as of December 
31, 1937, is shown in the annual report 
of Northwestern National Life. This 
compares with a gain in force of $16,100,- 
410 for 1936 over 1935. 

Sales of paid new business increased 
from $70,127,325 in 1936 to $73,823,541 in 
1937, or to within 3% of the company’s 
1929 record sales volume of $75,908,752. 
Admitted assets show an increase of 
$4,851,041 over the preceding year, to a 
total of $64,898,095 as of December 31. 

For the fourth successive year the 
renewal ratio showed a gratifying im- 
provement, demonstrating increased abil- 
ity on the part of the public to pay 
premiums and maintain insurance protec- 
tion in force, observes President O. J. 
Arnold 

More Family Protection 


“The past year in the life insurance 
business has been marked by a trend 
toward the sale of more family protec- 
tion and fewer of the investment types 
of policies,” Mr. Arnold said in comment- 
ing on the company’s report. “This trend 
has been encouraged by the restrictions 
placed by many companies on the 
amounts of annuity and single premium 
business which would be accepted—lim- 
itations placed because of the difficulties 
in finding satisfactory means of reinvest- 
ment during the past few years. 

“At the same time business men, an 
important part of the market for invest- 
ment types of policies, have shown a 
desire to keep their funds liquid, ready 
either for emergencies, or for further 
investment in their own businesses if 
and when their present problems should 
lessen. 

“A noteworthy trend is the interest in 
purchase of insurance for children’s edu- 
cation, among families in the lower in- 
come groups. It is no longer a matter 
of convincing parents that their children 
should have a university or technical 
training, The janitor, the mechanic, the 
milk wagon driver, all want to send their 
children to college. The only question 
with them is how to finance it. 


More Professional Men Buy 


“Another interesting angle has been a 
noticeable gain in sales of life insurance 
to professional men — doctors, dentists, 
attorneys—a group who are in large part 
dependent on collections of fees from the 
public,” said Mr. Arnold. “This would 
seem to be a further reflection of im- 
proved conditions during 1937, of ability 
on the part of the public to pay its bills.” 

The company’s statement shows con- 
tinued increase in holdings of United 
States government securities and fully 
guaranteed bonds of government agen- 
cies, from $16,961,372 a year ago to 
$19,585363 as of the end of 1937. Holdings 
of public utility bonds also increased 
from $9,488,554 to $12,014,080. 

Loans to policyholders were $9,358,072 
as of the end of 1937, increased from 
$9,203,906 a year ago. First mortgage 
loans show a decrease from $4,726,046 to 
$4,378,793 at the end of 1937. The cash 
item remained practically unchanged, 
standing at $2,744,919 as of December 31 
compared with $2,737,350 a year ago. 


Farm Income Better 


Real estate owned, which includes the 
me office building, increased from 
$2,788,625 to $2,884,193, but shrank from 
47% to 4.4% of total assets. Income from 
rms owned was the highest since the 
dey pression, and was up over $18,000 from 
= preceding year, in spite of a severe 
routh in some portions of the northwest, 
cording to the report. 
_ “ontingency reserves and surplus, not 
including asset fluctuation -reserve, in- 
creased from $5,441,364 a year ago to 
$5, a as of December 31, 1937, the 
ort shows. 


ac 
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NEW INFORMATION ON BUYERS 





Service Bureau of American Life Con- 
vention Has Fresh Material 
Based on Occupations 
A mid-winter survey of 20,000 life in- 
surance buyers, similar to the one con- 
ducted a year ago and later analyzed by 
the Life Insurance Sales Research Bu- 
reau, has been started by the American 

Service Bureau of Chicago, 

3ased on applications submitted to 
American Life Convention Companies 
in December, this analysis of buyers by 
the American Service Bureau always 
proves useful, showing definitely the buy- 
ing trends by occupational classifications 
and pointing out to company sales execu- 
tives and agents not only the classifica- 
tions in vhich canvassing can most ef- 
fectively be carried out but also those 
groups in which larger average applica- 
tions can be obtained. 

The study of a year ago was punched 
on Hollerith cards for detailed analysis 
and when later thoroughly correlated and 
digested was published by the Research 
Bureau in a pamphlet entitled “20,000 
Sales,” which has been enthusiastically 
received in home office and field. 

The data obtained in the current sur- 
vey are again being punched on cards 
and the American Service will, as usual, 


Four Agency Management 
School Schedules Ready 

agency management 

will be held by the Life Insurance Sales 


Four schools in 


Research Bureau in 1938. The dates 
and locations are as follows: Del Monte, 
Cal., April 18-29; Atlantic City, May 
16-27; Chicago, June 13-24; Chicago, 
July 11-22. 

The bureau two-week schools have 


been held in various parts of the United 
States and Canada each year since 1929 
and have been attended by more than 
1,000 home office men, general agents, 
managers and their assistants. The pro- 
gram includes lectures and group discus- 
sions on agency management. Regis- 
trations from several companies have 
already been received for these schools. 





GENERAL AGENT AT BUTTE 


F. L. McCullough has been 
general agent for Occidental 
3utte, Mont. 


named 
Life at 





publish and distribute in tabulated form 
its regular semi-annual study of buyers 
of life insurance, giving results of the 
survey. It is anticipated this will be 
ready for distr‘bution to member compa- 
nies and their agents about January 20. 


J. Roger Hull Coming to 
Mutual Life Home Office 


The Mutual Life of New York an- 
nounces appointment of J. Roger Hull 
to be assistant superintendent of agen- 


cies at the home office, 
ary 1. Mr. Hull began his business ca- 
reer as an automobile salesman after 
having attended Mississippi State Col- 
lege, of which his father, the late David 
C. Hull, was president, and graduating 
from Kentucky Wesleyan College. He 
has been with the Mutual Life since 1928, 
having been district manager at Meri- 
dian, Miss., and manager at Nashville 
As a field representative he was a mem- 
ber of the $250,000 Field Club. For the 
past two years, as manager at Nashville, 
Mr. Hull has displayed unusual manage- 
rial ability with an outstanding produc- 
tion record. 

Mr. Hull will be succeeded as manager 
at Nashville by J. H. Knox who has 
been with the Mutual Life since 1914, 
beginning in the cashier’s office of the 
Nashville agency and later becoming a 
personal producer and district manager 
He has been a member of the Mutual 
Life’s $250,000 Field Club and, since 
1929, has been agency organizer at Nash- 
ville, in which capacity he has met with 
considerable success. 


effective Febru- 























fusion. 





PITTSFIELD, MASS. 





are in the space above. 


BERKSHIRE LIFE 


All the letters that spell out HOME OFFICE HELPS 
All they lack is the proper 
spacing and a bit of thought to bring order out of con- 


In creating HOME OFFICE HELPS for the Berkshire 
agent the home office gives more than a bit of thought. 
There are no confusing lines in these SALES HELPS. 


Forceful, honest, simple and direct they add that 
extra PULL and are many times a big help in securing 
the application. 


‘“‘ASK ANY BERKSHIRE AGENT’”’ 


INCORPORATED 1851 


INSURANCE 


COMPANY 





FRED. H. RHODES 
President 
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IDEAS that CLICK 
By Paul Troth 


No two agents sell insurance in exactly 
the same way, which also applies to the 
way they get prospects. What they sell 
aud how they sell it is principally an idea. 
Some ideas which have proved successful, 
aud which are now being employed, will 
be offered readers of The Eastern Under- 
writer in this column from time to time 


No. 14 


Discussing their plans for the ne 


year a group of insurance agents all 
agreed on this point, that no plan is of 
any value into 
By the same token, they agreed that a 
homely, workable idca in action is better 
than the most elaborate plans on paper. 

Talking to a group of new young 
agents in the business, J. G. Weill, a 


unless it is put action 





Fon 





I planned it that way! 


special agent for the Mutual Benefit Life 
in Owensboro, Ky., gave a simple sales 
formula that he has put into action to 
the extent that it has meant for him 
at least one application every week dur- 


ing the past twenty-two years. His for- 
mula is simply this: 
“Do on Monday morning what you 


must accomplish by the following Sun- 
day night.” 

A simple statement; closely analyzed it 
doesn’t leave room for procrastination 
and it offers a real challenge. In action 
it means that there is one application in 
the bag every Monday with the rest of 
the week clear to line up prospects for 
the following week, or to close additional 
cases. 

Mr. Weill explains that he originally 
became interested in weekly production 
when his general agent offered a prize to 
the men who could produce at least one 
application each week for a period of 
fifty weeks. When he passed the fiftieth 
week the habit was so well formed he 
just kept going. He adds that while the 
habit of weekly production is hard to 
acquire it is easily broken. 

In Owensboro Mr. Weill has formed 
a club of twelve business men who have 
become so interested in his long record 
of weekly production that they have 
agreed to buy a policy from him in any 
veek he may not be able to sell a policy 
elsewhere. He has had to call on the 
club to perform only once. 

For the young agent or the man just 
starting in the business, an application 
every week for an average of $2,000 will 
place an agent in the $100,000 a year 
class and return him a nice income while 
he is really learning the fine points of 
life insurance salesmanship. Furthermore, 
weekly production makes a life insur- 
ance agent major in closing. It’s a good 


plan to get in the habit of closing. In 
action it’s profitable. 


Unsound Public Thinking Now Chief 
Obstacle to Prosperity, Says Cleary 


There is nothing to prevent this coun- 
try from achieving a condition of gen- 
eral prosperity except wrong thinking, 
in the opinion of M. J. Cleary, president 
of thé Northwestern Mutual Life, who 
opened the convention of field repre- 
sentatives of that company at the Wal- 
dorf-Astoria, New York City, Monday, 
with an address in which he expressed 
confidence in the future outlook provided 
there is a subsidence of class feeling 
and more sound public thinking. “There 
never was a time when we necded sound 
thinking more than today,” said Mr. 
Cleary. “No superman is coming from 
some unknown place to solve our prob- 
lems. If we are to reach the high place 
we should attain, we will have to achieve 
it ourselves. It is no time to raise dif- 
ferences with classes. No group is all 
white or all black and there can be no 
sustained prosperity in America _while 
one group is held back from participat- 
ing.” 

Mr. Cleary referred particularly to the 
railroads and their need for adequate 
rate increases, which, he said, seemed 
now to be recognized by government au- 
thorities. “If the railroad picture bright- 
ens, as I expect it to within coming 
months,” he stated, “it will result in 
large spending for equipment and in- 
creased employment.” He cited also the 
utilities whose needs for expansion could 
employ billions of dollars and the build- 
ing industry which during the recovery 
period reached less than 40% of normal. 


Investment Situation 


The major investment problem contin- 
ued during 1937 to be where to find suit- 
able investments at a satisfactory yield, 
stated Mr. Cleary. Notwithstanding this 
scarcity of investments the Northwest- 
ern Mutual closed the year with less 
governments than at the beginning of 
the year. Farm and city mortgage loans 
were made in fair volume, but this class 
absorbed only a small part of the funds 
the company had to put out. : 

“Probably the most distressed and dis- 
turbing field in the investment side of 
the business during 1937 had been the 
railroads,” continued, Mr. Cleary. “What- 
ever the sins of the railroads in the 
past, the troubles that came to them in 
1937 can’t be charged to the manage- 
ments of the roads. A little over a year 
ago the Interstate Commerce Commis- 
sion decided that the emergency had 
passed and discontinued the surcharge. 
Then the roads were subjected during 
the year to a very material increase in 
the cost of labor. In addition to that 
they were subjected to heavy tax ex- 
penses in connection with the Social Se- 
curity Act, railroad pension plan and 
other items. They also had to bear a 
rather heavy increase in the cost of ma- 
terials and supplies. On top of all that 
came the recession which has been af- 
fecting the railroads as far back as the 
middle of the year and has in recent 
months shown a very heavy decline in 
car loadings. Those things combined 
have made the railroad picture distress- 
ing and in some situations disturbing. I 
still have faith in the ability and disposi- 
tion of the American people to find a 
satisfactory answer to the railroad prob- 
lem, 

“A healthy system of transportation is 
essential to the social and economic I'fe 
of America. It is an absolute necessity 
if you view it from the standpoint of 
national safety. There are a certain per- 
centage of things that can be carried by 
trucks and boat and other transporta- 
tion but a larger percentage of the goods 
carried by railroad cannot be carried by 
other forms of transportation. The rail- 
roads have been the weeping boy for a 
lot of people for a long time, but it is 
quite apparent that those in control rec- 


ognize the situation which gives very 
real and justified encouragement with 
reference to the railroad picture.” 


Sold Many Acquired Properties 


Touching on the subject of acquired 
properties, Mr. Cleary said that 1937 was 
a pretty good year. About 600 farms 
were sold. As to farm tenancy and city 
property vecupancy conditions are ma- 
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terially improved. The company expects 
to show a substantial profit on acquired 
property over asset value and in the end 
over entire acquisition cost. 


Comments on General Situation 


Some of Mr. Cleary’s comments on the 
general situation follow: 

“T don’t want to be a foolish optimist, 
but I do believe that there is need for 
as much intelligent optimism at this time 
as facts will justify. If enough of us 
think that this country is going to pot 
it will go to pot, and if enough of us 
think that this country is worth saving, 
that it can be saved, and then do some- 
thing about it, we can turn the tide of 
thinking and turn the tide of business. 

“As I said a while ago, there is no 
group in this country that is all white 
and no group that is all black. There 
undoubtedly are bad practices in many 
fields of business but I believe in large 
part that bad practices have been elimi- 
nated not so much through legislation 
as through an aroused and_ thinking 
public. 

“Basically there is nothing wrong with 
the economic factors of America today. 
We are not in a 1929 situation. The 
banking structure of America is sound. 
Credit has not been over used. As a 
matter of fact quite the contrary. In- 
stead of a shortage of money the banks 
are stuffed with money. Instead of a 
shortage of credit the country is over- 
supplied with credit. We haven’t over- 
built and we haven’t overproduced. On 
the contrary there are limitless volumes 
of pressingly needed work to be done. 
Not speculative work on the theory that 
it will be needed five or ten years from 
now and we ought to prepare for it. It 
is needed now and we have got the mon- 
ey and the credit and the material and 
the skill with which to do that work. 
Everybody knows and has known for two 
or three years that substantially there 
isn’t a single horse power of surplus ca- 
pacity of the utility set-up of the United 
States. Hundreds of millions, even bil- 
lions of dollars, according to the best ex- 
pert judgment, is needed in the utility 
field. 

“We have just reached the threshold 
of the job that is here in connection with 
the railroads. Passenger equipment as it 


existed on American railroads is on it 
way out and it will not stop with pass 
enger equipment. If this railroad pictur: 
brightens, as I believe it will within si: 
or eight months, we will start at that job 
again and there is work for hundred, 
of millions of dollars and thousands ani! 
tens of thousands of men and_ vas' 
amounts of material. 

“We haven’t built any houses substan 
tially in 1937. In the first three or four 
months of this year we were buildine 
houses at a rate that would be less than 
40% of normal construction. We have 
got that job to do. Again work for bil- 
lions of money, tens, and tens and tens 
of thousands of men and materials in 
non-speculative currently needed work. 

“Obsolescence, wear and tear go on in 
good days and bad. The inventive mind 
works in periods of depression as well 
as those of prosperity. If you talk to 
the men in the industrial plants of your 
community you will know that there is 
encountered millions of dollars of need- 
ed replacement in the industrial construc- 
tion of America to bring them up to 
present day efficiency and economy of 
operation. : 

“What is there in this picture to make 
us think that this country ought to go to 
pieces ?” 





Sales Ideas Feature Two 
Day N’west’n Mutual Meet 


Field representatives of the North- 
western Mutual Life located in New 
England, Middle and South Atlantic 


states held a two-day meeting: at the 
Waldorf-Astoria, New York City, Mon- 
day and Tuesday, which opened with an 
address by President M. J. Cleary, a 
summary of whose talk is given else- 
where in this paper. At the banquet 
held Monday evening Edmund Fitzger- 
ald, vice-president, was toastmaster. 
Grant L. Hill, director of agencies, 
brought the convention to a close at a 
luncheon meeting Tuesday in which he 
discussed company plans and the tie-up 
with company advertising. 

A feature Monday was five sales clin- 
ics, run concurrently, general chairman 
of which was Glenn B. Dorr, Hartford. 
L. Watts Norton, Durham, chairman of 
the general convention committee, opened 
the convention and introduced President 
Cleary. Chairmen of the other sessions 
were Roger L. Baldwin, Washington, 
and Richard L. Hyde, Baltimore. The 
keynote talk at the opening session was 
given by Herman Duval, New York, 
leading producer of the company. Her- 
bert L. Cramer, South Bend, gave the 
closing talk on Monday. Among others 
to give talks were David B. Fluegelman, 
New York; J. Vincent Talbot, Newark; 
Alex M. Worth, Durham. 

Special gatherings were a C. L. U. 
breakfast presided over by Robert U. 
Redpath, New York, and a district agen- 
cy breakfast with Earl Harnish as chair- 
man. Sub-chairmen under Glenn B. 
Dorr for the five sales clinics were Ernest 
H. Earley, Brooklyn; Aaron C. F. Fink- 
biner, Philadelphia; Charles A. Votaw, 
Scranton; Willard L. Momsen, New 
York; and Rudolph Recht, New York. 





DATE OF DEATH NOT SETTLED 





Jury Disagrees in Case Involving Policy- 
holder Who Was Found Dead in 
Pullman Car Berth 

A mixed jury in the New York Su; 
preme Court disagreed in the $100,000 
suit brought by the Alexander Hamilton 
Institute against the Equitable Society) 
to determine whether Leo Greendlinger. 
founder of the institute, died before 0 
after midnight October 10, 1935. 

On the determination of this questiom 
hinged the payment of a $100,000 policy 
on Mr. Greendlinger’s life. Testimony 
showed that Mr. Greendlinger boarded 3 
train at 9 p. m. October 10. On that da) 
a quarterly payment was due on the 
policy. He was found dead in his bert! 
at 6 a. m. the next day. The company 
contended that Mr. Greendlinger ied 
after midnight and held that the polic) 
was consequently void. The case is to }é 
tried again, 
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Group Reached New 

Top Figures in 1937 
NEARLY FOURTEEN BILLIONS 
President T. I. Parkinson of Equitable 


Society Estimates Total as 38% 
of Wages in U. S. 








Group insurance is shown at a new 
high peak, both in figures for the Equita- 
ble Life Assurance Society and in the 
combined figures for all group-writing 
companies, in the official report of the 
Equitable covering Group insurance op- 
erations in 1937. President Thomas I. 
Parkinson of the Equitable Society es- 
timates the total outstanding volume of 
Group life insurance as of January 1 at 


$13,900,000,000, a figure equal to about 
38% of salaries and wages paid out in 
1937 by private industry in the United 
States. 

“In making this reference,” said Presi- 
dent Parkinson, “I am reminded of the 
apt description "of Group insurance that 
appeared in the London Times in its 
statement that Group insurance is ‘an 
American scheme for giving a year’s no- 
tice of the demise of the pay envelope.’ 
The Equitable’s figures on December 31 
showed that the average Group death 
claim paid had reached the new level 
of $1,770, which is about one year’s wage 
on the average for the type of worker 
covered by Group insurance. This ‘post- 
mortem’ payment of a year’s wage does 
yeoman work in tiding the worker’s fam- 
ily over the period of readjustment oc- 
casioned by the loss of the pay en- 
velope. 

“It is pleasing to note that about 8,- 
000,000 workers in the United States are 
now covered by Group life insurance 
through the action of some 26,000 em- 
ploying companies. The gain in 1937 in 
Group life insurance in force in the 
Equitable was about $240,000,000 in vol- 
ume, bringing the total Equitable cov- 
erage to 1,250,000 certificates for a vol- 
ume of about $2,000,000,000. 

“The other Group insurance coverages, 
which are more specifically registered 
by premium income than by volume 
written, all showed a gain in common 
with Group life insurance, bringing them 
also to net peaks at the end of 1937. 
The Equitable’s total premium income of 
$43,478,749 for all coverages showed a 
gain of more than $7,500,000 over the 
1936 figures; breaking this gain down for 
the various coverages, there was an in- 
crease in Group life income of $2,970,000, 
in group accident and health income of 

.000, in group hospitalization income 
of $114,000, and in group accidental death 
and dismemberment income of $90,000 

“Another large gain was recorded in 
group annuity income in which the fig- 
ures grew from $11,600,000 in 1936 to 
$15,400,000, indicating the continuing ap- 
plication of group annuity plans for in- 
dustrial purposes largely by way of sup- 
plementing the inadequacies of the So- 
cial Security Act. 

“The Group insurance performance of 
the Equitable in 1937 is especially grati- 
fying,” President Parkinson concluded, 
“because of its nation-wide application: 
fifty-one of the Equitable’s agencies 
throughout the country are each credited 
in the honor roll for the year with the 
writing of more than $1,000,000 of Group 
insurance.” 





SOUTHWEST’N STOCK DIVIDEND 

Revision of its capital structure was 
authorized by stockholders of the South- 
western Life of Dallas at a special meet- 
ing held late in December when a reso- 
‘ution providing for a 100% stock divi- 


lend was adopted. As a result the com- 
pany now has capital of $4,000,000 instead 
»f $2,000,000 and its surplus was reduced 
‘y $2,000,000 and is expected to stand at 
ver $3,167,016 as of December 31. The 


ompany has announced that 288 of its 
roducers have qualified for its annual 
onvention to be held in San Antonio 
in April. 


Dinner to J. A. Ramsay Given 
By Conn. Mutual Officials 


More than one hundred guests includ- 
ing the wives of many of the members 
of the John A. Ramsay agency at New- 
ark for the Connecticut Mutual Life at- 
tended a dinner which was given to Mr. 
Ramsay by the officials of the company 
on Tuesday, January 4, in the Essex 
House, Newark, N. J., in recognition of his 
excellent record for the last six months 
of 1937, he having succeeded Charles J. 
Zimmerman last June when Mr. Zim- 
merman was transferred to Chicago by 
the company in a similar capacity. 

The speakers of the evening included 
Peter M. Fraser, executive vice-presi- 
dent of the company; Vincent B. Coffin, 
second vice-president and superintend- 
ent of agencies, and Harold N. Chandler, 
recently elevated by the company to a 
second vice-presidency. Hugh J. Lynch, 
secretary of the Merchants Association 
of New York, was toastmaster. 


LICENSED IN PENNSYLVANIA 

The Occidental Life of California has 
been licensed to operate in Pennsyl- 
vania. This is the twenty-seventh state 
in which it is entered, 





RATE INCREASES ANNOUNCED 





Bankers National Revises Premiums on 
Savings, Term and Special Twenty 
Payment Policies 

Bankers National Life, Montclair, N. 
J., announces a slight increase in rates 
for three of its special type policies, 
effective January 1. Because of the 
especially low premiums it was found 
advisable to make this slight adjustment 
on the Modernized Systematic Savings, 
the Annual Renewable Term to age 65, 
and the special Twenty Payment Op- 
tional Ordinary Life. The Modernized 
Systematic Savings policy is issued from 
ages one day to sixty years, and through 
its coupon features provides a savings 
program both for educational and _ in- 
come purposes. 





GEN’L AMERICAN SUPERVISOR 

Ripley E. Bowden has assumed his 
new duties as supervisor of agencies for 
the General American Life Insurance 
Company under Jack Linn, superintend- 
ent of agents. Bowden is 37 years old 
and has been in the life insurance busi- 
ness since 1920 when he started as a clerk 
in the home office of the Inter-Southern 
Life at Louisville, Ky. 


Riehle Agency Luncheon; 
New Unit Managers Named 


The Riehle agency of the Equitable 
Society of 225 West Thirty-fourth Street, 
New York City, held a luncheon at the 
Hotel New Yorker on the last day of 
the year which was attended by Vice- 
President William J. Graham and Sec- 
ond Vice-President Albert G. Borden of 
the home office, Theodore M. Riehle 
presided. 

Mr. Riehle announced the appointment 
as new unit managers of John L. Bryden, 
J. Brooke Johnston and Arthur D. Lang- 
well, and also the appointment of John 
F. Lattanzi as Group supervisor. Man- 
ager Riehle now has six unit managers. 
The luncheon also served as a send-off 
for Joseph V. Davis, associate agency 
manager, who has been appointed a gen- 
eral agent of the Society. 





SET CONVENTION DATES 


The Life Insurance Sales Research 
Bureau announced recently that its 
1938 convention is to be held at the 
Edgewater Beach Hotel in Chicago on 
November 1, 2 and 3. The Bureau re- 
ports that attendance taken from regis- 
tration at its annual meeting held a few 
weeks ago was the largest in its history. 














One of a series—Giv- 
ing facts about the 
Fidelity. 











ment. 


loyal personnel. 


AGE HAS SOMETHING .... 


Age alone is not a conclusive guide to wise manage- 
But age is one index to it which should not be over- 
looked. The institution which has weathered the storms of 
economic change over a long period of years has something 
that age alone will give. 


Age is not a final criterion of successful organization 
but the institution which, after a long period of years, can 


point to a substantial group of men throughout its field, 
whose loyalty and devotion are conspicuous—such an in- 


stitution has an asset which age alone can give. 


Fidelity in December entered its sixtieth year proud of 
the credentials offered by its age—proud that the years have 
qualified it on both counts—successful management and 
Under these conditions, age has some- 
thing to offer, not the least of which are traditions which its 
workers go far to uphold. Good traditions in any institution 
inevitably attract the type of men who can appraise and 
evaluate their worth—and who will uphold them. 


The Fidelity operates in thirty-seven states including 
New York and New England. 
famous, 


The Fidelity Mutual Life Insurance Company 


Philadelphia 


WALTER LEMAR TALBOT, PRESIDENT 


It is the originator of the 
“Income for Life” plan. Disability income benefits 
of $10.00 per thousand may be added to this popular plan. 
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Travelers 1937 Income 
Highest in Its History 


PRES. ZACHER PRAISES FIELD 


New Paid Life Insurance $773,500,000 
Compared With $607,500,000 in ’36; 
All Lines Show Gain 


figures of the 
Insurance Companies  an- 
nounced on Tuesday by President _L 
Edmund Zacher show gains in premium 
in all life, casualty and fire class- 
ifications. For the first time in the sev- 
enty-four years’ history of the companies 


Preliminary annual 


Travelers 


income 


passed 
figure 


the combined premium income 
the $200,000,000 mark, the actual 
being in excess of $200,013,000 

The total income from premiums and 
investment earnings exceeded $237,137,- 
000, being an increase over 1936 of $5,- 
907,000. It was also the largest total in- 
come in the history of the companies, 

New life insurance on a paid basis 
amounted to $773,500,000 as compared to 
$607,500,000 in 1936. The 1937 figure in- 
cludes $425,800,000 of Group increases 
and additions as compared to $332,200,- 
000 the preceding year. 

The 1937 paid premiums 
classifications follow: 


in various 


DIGG cicces . .$113,205,000 
Accident and ‘health. 15,849,000 
DAI 6 eves cacns 8,901,000 
Automobile casuz alty. 23,203,000 


Compensation 21,571,000 


ee ee Orr ere 2,422,000 
Boiler and machinery — 1,380,000 
Piste: @iase ...cceses 720,000 
Automobile fire....... 2,667,000 
Inland marine 1,152,000 
General Gre ...:.<.0. 8,938,000 

In transmitting the figures to field rep- 


resentatives President Zacher said: “The 
figures carry a very high compliment to 
the enterprise and success of the Trav- 
field representatives during the 
year 1937. The premium income again 
surpassed by a good margin any previous 
vear in the companies’ history and we 
look forward to a continuation of such 
splendid results during 1938.” 


elers 





CHARLES C. FRANCK DEAD 

Charles C. Franck, 68, who retired 
May 1 after forty-one years with the 
New York Life in the home office, died 
Sunday at the home of his son in West 
Hempstead, L. I. Starting as a clerk 
in 1896 he was at the time of his re- 


tirement in charge of rulings on new 
business underwriting. under the com- 
pany’s insurance board. 
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indicated otherwise the figures represent 
volume of life insurance only. 


(Continued from 












Tulian S. Myrick, Mutual Life.... *$24,238,646 
C. B, Knight, Union Central...... * 20,664,197 
Lu . Aetna Life........ 17 000,000 
ind W holesale. ase 37,5 0,000 

nuities premiums.... 980,500 

erencens 900,000 

, Ne rthwe estern Mut. 14,053,802 

, Prudential. * 13,113,026 

*r, Conn. Mutu:z 2}. * 11,500,000 

Phi ilip “Cunning! om Mutual L ife. ‘ 8,430,000 
c. Hop ve Kederich, New York Life 8,244,000 
Tohn A. Mc Nulty, Prudential...... 8,229,000 
Osborne Bethea, Penn Mutual.... 8,000,000 
 atcuncaR dats iow won 1,000,000 

L. H. Andrews, Phoenix Mutual.. 7,500,000 
Stewart, Henken & Will, Prudential * 7,500,000 
decker-Schnur, Guardian..... 6,700,000 

L. Wofford, Prudential.... 6,340,891 

A. Kederich, New York Life 6,276,000 

: Schmidt, New E ngland... 6,000,000 

H. Beers, New England.. 5,665,000 

OO EERE es LIS 700,602 

Ha ardiner, John Hancock.... 5,600,000 
SOE ébcecseenas os 8,000,000 

MD - ccceteeewendianwenne 1,500,000 

if ‘reid, New England...... 5,521,676 
S farner, New England...... 4,500,000 
W inson, Northwestern Mut. 4,250,000 
I. Tepper, Metrop olitan 3 NR 3,750,000 
G. V. Austin, Aetna Life......... 3,000,000 
Doremus-Haviland, Guardian...... 3,000,000 
Lewis C Spr augue, Provident Mut.. 2,880,000 
gy Hancel, Continental American 2,250,000 
A. Cerf, Jr., Fidelity Mutual.. 2,000,000 


* Figure includes annuity credits. 


New York Life Promotions 


As of the first of the year the New 
York Life announced a number of pro- 
motions in the field force. 

Frank B. Summers, who has been su- 
pervisor in the Northwestern department 
with headquarters at Boston, becomes 
inspector of agencies. Dudley S. Bates, 
who has been supervisor in the Central 
Pacific department at San Francisco, will 
be inspector of agencies of the same de- 
partment. Lloyd Lafot, supervisor in the 
Central department at Chicago, becomes 
a of agencies. 

. W. Hunt, agency 
Bent oh at Chicago. Roland B. Burch, 
agency director at Louisville, is made su- 
pervisor over the territory covered from 
that state. H. H. Hicks, agency director 
at Oakland, is made supervisor in charge 
of the territory around Detroit. 


Johnston Made General 
Agent for State Mutual 


The State Mutual Life has announced 
appointment of Frederick E. Johnston 
as general agent in its Concord, N. H., 
office. Mr. Johnston will replace Fred- 
erick A. Colton who is retiring after 
almost twenty-nine years as_ general 
agent there and who will remain with 
the office as general agent emeritus. 
Mr. Johnston was born in Malden, Mass., 
and has lived in Manchester for more 
than ten years. After being in the ad- 
vertising business he entered life insur- 
ance in 1923 and in 1931 was engaged in 
sales organization for the Mutual Bene- 
fit. In 1934 he became a full-time agent 
for the New England Mutual. 


director, is made 








Dingle Agency Dinner 

John H. Dingle, general agent Massa- 
chusetts Mutual Life in Chicago, gave a 
luncheon to the agency staff the last day 
of the year at which he introduced as 
guest “Steve Brodie,” a prospective 
agent who later confessed his identity 
as Frank C. Hughes, Milwaukee gen- 
eral agent of the Mutual Benefit, and 
Mr. Dingle’s first business partner in life 
insurance twenty-five years ago. E. C. 
Platter, who has been with the company 
for more than forty years, was toast- 
master. Among the guests were Samuel 
T. Chase, retired general agent of the 
Connecticut Mutual in Chicago; Arthur 
J. Hayslett, manager real estate loan de- 
partment, and John W. Bennett, agency 
attorney. 


WOFFORD CONTEST WINNERS 





Results of Clinic Held by Wofford 
Agency to Bring Out Best Presen- 
tation of Ideas 


At a luncheon and sales clinic held 
by the Harris L. Wofford Manhattan 
Ordinary agency, Prudential, December 
30, Delmer C. Eldredge, Jr., and Robert 
S. Biglow were judged the winning team 
in a contest for a prize based on the 
best presentation of a sales idea, The 
teams were judged on the following 
points: 

Introduction—poise—bearing. 

Approach—selling the interview. Did 
he succeed in arousing the prospect’s 
interest ? 

Awakening —accentuating the need. 
Did he make the prospect conscious of 


his need? Did he use visual material 
effectively ? 
Agreement of the prospect that he 


had the need and should do something 
about it. The use of questions to secure 
affirmation. 

Answers to objections. Was he pre- 
pared to meet the ordinary objections? 
Were his answers convincing—motivat- 
ing? 

Closing technique. How many attempts 
to close did he make? Did he help the 
prospect to act after the prospect was 
resisting purely because of his inherent 
objection to say “Yes” after he had once 
said “No”? 

The judges were Robert E. Wilkins, 
supervisor; Leroy N. Whitelaw, field in- 
structor, and Ben Salinger, unit manager 
and agency assistant, Mutual Benefit. 


Blackmur Agency Has 
Profit Sharing Plan 


FOR ALL QUALIFYING AGENTS 





Seventy-five Year Old Agency of Mas- 
sachusetts Mutual in Boston Adopts 
Unusual Plan 





\ profit-sharing plan by which lead- 
ers in premium production may benefit 
was announced by General Agent Rich- 
ard Blackmur at the annual meeting of 
the Richard Blackmur Associates of the 
Massachusetts Mutual Life at Boston, 
held Tuesday at the Parker House. 

Under the plan, at the discretion of 
General Agent Blackmur, a sum will be 
set aside each year from agency profits 
and those agents establishing a named 
premium volume or greater will share 


in profit declarations each June and 
December. The official announcement, 
marking a new era in agency-field rela- 
tionships, was most enthusiastically re- 
ceived and the agency with added per- 
sonnel is anticipating increased business 
in 1938. 

An agents’ standing committee to co- 
operate with General Agent Blackmur in 
the working out of the profit-sharing 
plan was chosen by the agents as fol- 
lows: Earle Frake, chairman; Walcott 
B. Thompson and James R. Warren, 
CLA 

The Blackmur agency which has been 
in existence in the Citv of Boston for 
over seventy-five years continued its 
growth by adding to the insurance in 
force, and showed a gain of new busi- 
ness written in 1937, placing it among 
the first ten leading agencies of the 
Massachusetts Mutual Life. 

At the annual meeting, officers of the 
agency for 1938 were chosen as follows: 
President, Walcott B. Thompson; vice- 
president, E. Graham Bates; secretary, 
Karl Pfaffmann. 

Alexander Standish of Standish, Racey 
& McKay, Inc., was the guest speaker 
and gave a comprehensive and optimistic 
picture of the outlook for 1938 in the 
business world. 





Fidelity Mutual Enjoyed 
Good Business Last Year 


Frank H. Sykes, vice-president and 
manager of agencies, Fidelity Mutual, 
announces that in 1937 insurance in force 
advanced nearly $4,500,000 to $362.885,- 
947. New paid insurance written slight- 
ly exceeded that of 1936 and mortality 
experience was even more favorable than 
in that year. 





BURGWIN DISTRICT MANAGER 


Joins Frank V. Gilbert Agency of Man- 
hattan Life in Jamaica, N. Y.; Wide 


Selling Experience 


Frank S. Burgwin has joined the Frank 
V. Gilbert agency of the Manhattan Life 
in Jamaica, New York, as district man- 
ager. He comes to the agency after a 
wide selling experience in other lines, 
such as district manager in eastern 
Pennsylvania for the Royal Distributing 
Co. and with the Burroughs Adding Ma- 
chine Co. and Gilman Fanfold Co. In 
the latter named connections he was also 
in charge of installation of time-saving 
machinery and systems. 

A graduate of Wesleyan University, 
Mr. Burgwin received his insurance 
training during four years with the Met- 
ropolitan Life, being located in its 
Queens Village, Long Island, office. He 
has specialized in income settlements 
and retirement annuities. The Frank 
Gilbert agency, a few years old, located 
in the Jamaica C. of C. Building, is fin- 
ishing a satisfactory year. 


E. Leo Smith, Indianapolis general 
agent of the Massachusetts Mutual Life, 
announces the appointment of Ned G. 
Patrick as assistant general agent. The 
appointment became effective January 1. 





Camps Agency Holds Party 
Following Campaign Close 


Concluding a campaign for paid busi- 
ness, associates of the Yankee Clipper 
Club of the Manuel Camps, Jr., agency, 
Penn Mutual Life, Boston, held a party 
for General Agent Camps January 5. 

The party was preceded by a dinner. 
Among those attending were General 
Agent Wallace N. Watson, Connecticut 
Mutual, and Mrs. Watson; Wallace Boi- 
leau, second vice-president Penn Mutual; 
Edwin A. Collett, general agent for the 
company at Providence, and Leslie C. 
Small, president of the Yankee Clipper 
organization. Mr. Camps was given a 
book of bound applications obtained dur- 
ing the business campaign. Entertain- 
ment was furnished by the agency staff 
and office personnel. Particular amuse- 
ment was derived during payment of 
debts by the losers to their paired win- 
ners in the team contest. 
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Life Companies Would 
Get Behind Housing 


MET. WOULD INVEST  $100,000,000 





Chairman Ecker’s Response to Governor 
Lehman’s Message; Both Metropolitan 
and Prudential Have Housing Units 





That large life insurance companies 
would be an important source of funds 
for low rental housing projects either 
of the Federal government or by the 
state as proposed by Governor Lehman 
in his message to the New York legis- 
lature this week, was indicated in a 
statement by Frederick H. Ecker, chair- 
man of the board of Metropolitan Life, 
on Wednesday. Mr. Ecker said the Met- 
ropolitan is prepared to invest $100,000.- 
000 in such low rental housing. Both 
the Metropolitan and the Prudential have 
previously undertaken housing projects, 
the former at Woodside, L. I., and the 
Prudential has three separate housing 
units in Newark. 

“This company has had successful ex- 
perience in the construction and man- 
agement, over a period of years, of 
its notable project at Woodside, Long 
Island. It is our belief that there is 
an opportunity to provide safe and sani- 
tary dwelling accommodations for per- 
sons of moderate income which will as- 
sist in relieving the emergency in the 
housing situation and be a factor in re- 
lieving unemployment; that economies 
inherent in continuous operation under 
comprehensive plans of a community 
character may not only be safely under- 
taken at this time but also sufficiently 
remunerative to justify the investment. 

“This company is prepared to invest 


-$100,000,000 commencing as soon as such 


investment is authorized by passage of 
legislation recommended by the governor 
for which a bill has been drafted by the 
Superintendent of Insurance for intro- 
duction into the legislature.” 





Governor Lehman in Message 


For Savings Bank Insurance 


In his message to the New York leg- 
islature this week Governor Lehman rec- 
ommended that a law be passed to per- 
mit savings banks to write life insurance 
similar to the Massachusetts plan. 





Premiums Paid From Trust 
Income Makes It Taxable 


A petition filed January 4 with the 
United States Board of Tax Appeals in 
Washington on behalf of Frank C. Rand, 
chairman of the board of the Interna- 
tional Shoe Co., seeking a redetermina- 
tion of an income tax deficiency assess- 
ment against him by the Internal Reve- 
nue Commissioner for 1934-1935, revealed 
that in 1934 he purchased $1,000,000 of 
life insurance. He paid $63,927 in net 
premiums in 1934 and $61,606 in 1936 from 
the income of trust estates he estab- 
lished for his children prior to 1934, The 
purchase of the life insurance and pay- 
inent of the premiums from the income 
of the estates caused the Internal Reve- 
nue Commissioner to levy the deficiency 
assessments against Rand on the grounds 
that since he had the power to use the 
income from the trusts, the full income 
was taxable on his personal income tax 
returns. Counsel for Rand disputes this 
contention, appealing to the board of tax 
appeals to decide. Each trust estate con- 
sists of stock in the International Shoe 
Co., but the value of the stock was not 
isted. His family was beneficiaries of 
the insurance bought in 1934. The peti- 
ion stated that he already carried a 
‘substantial amount” of life insurance 
‘rior to the purchase of the $1,000,000 
overage in 1934, 





FRASER MAKES 16% GAIN 
Paid volume of $11,500,000 in the J. M. 
i'raser agency, Connecticut Mutual, New 
York City, for 1937 was a 16% gain over 
1936. 


Leonard Resigns as Manager 

Melvin H. Leonard, who has been man- 
ager for the National Life of Vermont 
at 225 Broadway, New York City, has 
retired as manager but will continue with 
the agency as a personal producer. Pend- 
ing appointment of a successor, Vice- 
President Edward D. Field of the Na- 
tional Life has placed Karl G. Gumm, 
assistant superintendent of agencies, in 
charge of the office. Mr. Gumm will be 


assisted by Edwin J. Phelps, assistant 
manager, and Miss Muriel Johnson, 
cashier. 





Midland Mutual Life’s 
December and 1937 Record 


December business of the Midland Mu- 
tual Life of Columbus exceeded 900. ap- 
plications for approximately $3,000,000. 
This was the largest monthly production 
since December, 1929. James H. Moor- 
croft of the Detroit agency wrote the 
largest number of applications in De- 
cember, completing thirty-two cases. H. 
D. P,. Thomas of Dover, Ohio, with the 
home office agency, paid for $100,000 in 
December. George A. Bowen, Indianap- 
olis, was second with $90,000, and Harold 
J. Plack, general agent, Peoria, IIl., was 
third with over $85,000 paid for. 

The Midland Mutual’s new paid for 
life insurance in 1937 totaled $12,782,500, 
compared with $11,910,488 in 1936. The 


net gain of life insurance in force will 


exceed five million, compared with a 
net gain of $3,169,677 in 1936. The com- 
pany’s thirty-sccond annual statement 


will show assets in excess of twenty- 
seven million, insurance in force of $111,- 
700,000. with a policyholders’ surplus of 
over $2,300,000. The company’s home 
office agency, Tice & Jeffers. led the 
agencies in December with $550,000 paid 
business, followed by the Indiana agency 
of Mayfield & Bowen, with Charles E. 
Schaad agency of Marion, Ohio, in third 
place. 


Acacia Mutual Issues 


New Policy Contracts 


Coincident with the change to a 3% 
reserve basis which was effective the 
first of the year, Acacia Mutual Life has 
brought out several new policy forms. 
The company has also refinanced its 
most popular contract, the preferred risk 
whole life policy known as “The Aca- 
cian.” 

“The past year in all respects was the 
best in the history of the company,” 
stated William Montgomery, president 
of Acacia Mutual. “Acacia enters 1938 
with more than $385,000,000 of insurance 
in force, an increase of over $20,000,000 
during the year. Its assets are now in 
excess of $72,500,000, an increase during 
the year of more than $6,250,000.” 





B. F. Shapro, San Francisco, 
Resigns As General Agent 


Benjamin F. Shapro, general agent for 
the Connecticut Mutual Life at San 
Francisco in charge of northern Cali- 
fornia, has resigned effective January 31. 
He plans to enter personal production. 
In his long career Mr. Shapro has de- 
veloped some of the largest personal 
producers in the life insurance business, 
most of whom joined him when connect- 
ed with the Equitable Life of New York. 
Several are now general agents or man- 
agers of other companies. 





B. S. COLLINS TO BE SPEAKER 


3asil S. Collins, vice-president Old 
Colony Trust Co., Boston, will be the 
speaker at the meeting of the Philadel- 
phia Chapter of Chartered Life Under- 
writers. Mr. Collins is the founder and 
a past president of the Boston Life In- 
surance Trust Council. He is author of 
the “A B C of Business Insurance” and 
is recognized as an authority on life 
insurance trusts. Meeting is January 12. 





Every Employer should give 
thought to the Sun Life Group 
Insurance protection plan, 
whereby Employer and Em- 
ployee join resources to over- 
come in an economical way the 
exigencies of Death, Disease and 
Old Age. 








COGWHEELS 


— a word to 
Employers 


Employer and Em- 
ployee ... the real driv- 
ing power behind 
industry... each 
essential to the other. 

Without this basic 
combination of human 
energy and skill, the 
finest machinery is no 
better than scrap-iron 
. .. And such co-opera- 
tion is created and 
maintained by mutual 
regard and goodwill be- 
tween Employer and 
Employee. 


Consult our experts 
without obligation 











An example of press advertising recently released by the SUN LIFE OF CANADA 











C. Preston Dawson Now 
Joint General Agent 


ASSOCIATED WITH W. H. BEERS 
New England Mutual Announces Ap- 
pointment of Well Known New 
York Insurance Man 
The New Eng tend Mutua! Life has ap- 
pointed C. Preston Dawson a general 
agent jointly with William H. Beers in 
New York City. He has been production 
manager of the Beers agency in the 
Empire State Building since the opening 

of that agency in 1931. 


Mr. Dawson is one of the best known 
per- 


among the younger life insurance 


C. PRESTON DAWSON 


sonalities in the country. Only thirty- 
five years old, he has been active as 
trainer of agents, production manager 
and much in demand as a speaker for all 
of the dozen or more years he has been 
in life insurance which he entered im- 
mediately on graduation from Bucknell 
University from which has has his A.B. 
He is a member of Phi Beta Kappa and 
Phi Gamma Delta. 

Mr. Dawson was for years with the 
Mutual Benefit which was also Mr. Beers 
old company. Dawson was successively 
instructor of new agents, personnel man- 
ager, brokers’ service supervisor, assist- 
ant agency manager, manager of the up- 
town branch of Beers & DeLong and 
production manager. In all these varied 
posts he distinguished himself. As a 
speaker before sales congresses and 
other insurance gatherings he is widely 
known as “Pep”’Dawson. This summer 
he was a speaker before the annual 
sales congress in Canada. 


Boyce hiomeiiain Seen 
The W. I 


. Boyce agency, Connecticut 


Mutual, at Empire State Building, New 
York City, has appointed William _H. 
Holman, Jr., as agency supervisor. Mr. 


Holman comes to the Boyce agency after 
assistant 


thirteen years experience as 
agency manager for a large Eastern 
company in Baltimore. 


KEDERICH ‘AGENCIES REPORT 


George A. Kederich, who for many 
years has been manager for the New 
York Life in Brooklyn, and now has su- 
pervision of five agencies, reports that 
the agencies in his division paid for 
$18,896,000 in 1937. The Brooklyn office 
alone paid for $6,276,000. 





RECORD COURSE ENROLLMENT 


A total of 382 men and women enrolled 
for the life insurance training course at 
St. Louis which closes January 21. Frank 
M. See, general agent New England Mu- 
tual Life, was chairman of the faculty 
committee, 
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TOWNER BUREAU ENTERS 
NEW ERA 
The first major surety news of the 
new year is the incorporation of the 
Towner Rating Bureau after twenty- 


eight years as a privately operated or- 
ganization. In entering this new era of 
its history its Rutherford H. 
Towner, a highly respected pioneer, as- 
sumes the office of chairman of the 
board of directors and Martin W. Lewis, 
his right hand man for years, has been 
elected president. Associated with Mr. 
Lewis in the active management of the 
bureau are J. L. Kirkwood as secretary- 
treasurer and P. A. Zimmermann as as- 
sistant treasurer. Three prominent com- 
pany executives are members of the 
board. 

The move has created considerable in- 
terest throughout the country due to the 
important part the Towner Bureau has 
played in maintaining on an equitable 
basis fidelity and surety rates. 

When Rutherford H. Towner estab- 
lished the bureau the surety business was 
passing through a critical neriod. Until 
1908 rate manuals printed by the fidelity 
and surety companies for their agents 
consisted of not more than half a dozen 
pages and the rates therein given were 
rarely observed. Rate-cutting was more 
the rule than the exception, business be- 
ing captured by the company that cut 
the lowest. As a result there was utter 
demoralization for several years and no 
standard of premium rates whatsoever. 

Then came the formation of the Surety 
Association of America and of commit- 
tees of underwriters who attempted to 
formulate premium rates for various bond 
classifications. Mr. 
man of 


founder, 


Towner was chair- 
these 
After a year of this the companies in 
1909 determined that the function of 
rate-making should be done, not by the 
companies themselves through commit- 
tees of underwriters, but by an independ- 
ent rating bureau. Mr. Towner, up to 
this time-with the American Surety, was 
asked to undertake that function. Thus 
the Towner Rating Bureau was formed. 

Interviewed a few years ago he pre- 
dicted that the surety business will con- 
tinue to grow in the future as in the 
past, and emphasized that “its rating 
bureau will keep pace with that growth 
and will solve its new problems in the 
future as they solved its old problems 
in the past.” 


INLAND MARINE FIELD EXPANDS 
While numerous fire company execu- 
tives are somewhat skeptical about real 


several of committees 


Canadian subscriptions, 


1907, at the post office of New York City under the act 





improvement in general business condi- 
tions appearing during the first six 
inonths of 1938, hoping, however, that the 
second half of this year will bring re- 
sumption of the upward movement, in- 
land marine insurance refuses to view 
the present recession through dark 
glasses. During the last two months 
more than an average number of news 
stories has appeared in insurance trade 
journals announcing appointments by 
company home offices, branch offices and 
agencies of inland marine managers and 
assistants. 

This is significant, for it indicates defi- 
nitely still greater development in this 
steadily growing field of premium in- 
come. While at first expansion of facil- 
ities may result more in a _ switching 
around of present accounts than crea- 
tion of entirely new business, it should 
not be long before the total volume of 
inland marine premiums has increased 
sufficiently to justify the enlarged mar- 
ket. Certainly sources of new business 
are far from being completely exploited, 
even though the purely transportation 
field does not offer the same opportuni- 
ties that existed when shipments were 
far more numerous and priced higher 
some years ago. 

Notwithstanding, stock company inland 
marine premium income in 1936 gained 
around $4,500,000 to a total of close to 
$38,000,000, this figure is not much in ex- 
cess of the premiums received on wind- 
storm and tornado insurance alone, 
which exceeded $35,600,000 that year. 
\utomobile fire, theft and collision pre- 
miums alone totaled over $170,000,000 in 
1936. 

Inland marine losses in 1937 are re- 
ported to have shown an increase along 
with the gain in premium volume, but 
this is not discouraging continued ex- 
pansion of this field. Arriving at proper 
rates, forms and underwriting practices 
are internal problems which can _ be 
solved and should not handicap produc- 
tion campaigns. Local agents and brok- 
ers are turning with ever increasing scri- 
ousness to those particular inland marine 
lines of protection which clients in their 
respective communities require, Jewelry, 
personal effects, tourist baggage, fur and 
householders’ comprehensive floaters are 
finding broader markets as the general 
public becomes informed more fully on 
these lines by producers. The business 
man, too, is being more thoroughly sold. 

During the last year numerous new 
insurance educational courses have been 
started, with more in course of prepara- 
tion, and practically all include instruc- 





EDGAR J. SLOAN 


Edgar J. Sloan, vice-president, Aetna 
Fire, has completed thirty-five years 
with that company and the event was 
observed fittingly at the home office. 
Mr. Sloan joined the Aetna in 1903 as 
a special agent in charge of western 
New England. He was called to the 
home office in 1907 and was elected a 
vice-president in 1919, 

* 2 * 

Samuel M. Haskins, senior partner in 
the firm of Gibson, Dunn & Crutcher, 
was elected to the board of directors of 
the new Pacific Mutual Life Insurance 
Company, according to announcement by 
A. N. Kemp, president of the company. 
One of the outstanding attorneys of the 
West, Mr. Haskins also serves as a di- 
rector of the Los Angeles Railway Cor- 
poration, the Huntington Land & Im- 
provement Company and of the Security- 
First National Bank. He is a member 
of the American and Los Angeles bar 
associations and has been engaged in 
active practice here since 1895. 


Lee W. Swift, state agent for the In- 
surance Co. of the State of Pennsylvania 
covering northern New Jersey territory 
from Newark headquarters, now has jur- 
isdiction over the entire state. Walter 
Munns, who formerly supervised south- 
ern New Jersey, will devote his time to 
the Philadelphia suburban territory. 


Harold E. Taylor, pie of the advertis- 
ing and sales promotion department of 
the American of Newark, celebrated his 
forty-fifth birthday last Saturday. He 
joined the company as an office boy at 
the age of 14 and has successfully served 
with the local, loss and sales promotion 
departments. 

x x 

Robert C. Newman, well known local 
insurance broker in St. Louis, has again 
been selected by the St. Louis Globe- 
Democrat to be one of the twelve busi- 
ness and civic leaders of the city to 
serve as the Advisory Board for the 
third annual Golden Gloves amateur box- 
ing tournament to be staged at the 
Municipal Auditorium, February 14 to 18. 

x * * 


John L. Martin, who 
week as Newark. N. J., branch manager 
of the Standard Accident after thirty 
years’ service with the company, is now 
in North Carolina for a vacation. 


resigned last 





tion in inland marine coverage. Tremen- 
dous possibilities exist for sound expan- 
sion of these many valuable coverages. 
Those who capitalize their opportunities 
will find a real offset to the shrinkage in 
premium income from straight fire insur- 
ance business, 





William A. Bullock, assistant secretary 
of both the Fidelity & Deposit and 
American Bonding, who manages the re- 
insurance department in the metropolitan 
New York office of these companies and 
knows everybody in William Street sure- 
ty circles, observed his fortieth anni- 
versary with the organization on Decem- 
ber 15. He started as an office boy in 
the American Bonding home office, went 
into the’ judicial department, and then 
branched out into a traveling auditor 
and adjuster. Before his transfer to the 
New York office in November, 1920, he 
was F. & D. assistant manager for New 
England territory and located in Boston. 
Vincent Cullen, then with the F. & D., 
selected him for the New York post and 
he has done a fine job, Among his out- 
side interests Mr. Bullock is a member 
of the Maryland Society of New York, 
served on its board of trustees for a 
term and last year was its nominating 
committee chairman; has been a trustee 
of the Surety Underwriters Association 
of New York and is always “among those 
present” at casualty-surety gatherings. 

* * * 

Thomas G. Redden, president of the 
North Carolina Association of Insurance 
Agents, spent the week-end in Rich- 
mond, Va., with Louis E. English, presi- 
dent of the American Association of In- 
surance General Agents, and saw the old 
year ushered out there. W. Owen Wil- 
son, immediate past president of the 
National Association of Insurance Agents, 
and Bernard P. Carter, past president 
of the American Association, assisted in 
showing him a good time during his 
visit. Mr. English just recently returned 
from a trip to Goldsboro, N. C. He 
went down there all primed to make a 
speech at a meeting of the Wayne Coun- 
ty local board but the mecting was 
turned into an old-time barbecue and 
there wasn’t any occasion to deliver his 
speech, Mr. English reported upon his 
return to Richmond. 

-*. @ 

Gordon H. Campbell, veteran general 
agent Aetna Life in Little Rock, was 
honored by being reelected president of 
the Little Rock Chamber of Commerce 
for a second term. On only one other 
occasion in the history of the organiza- 
tion has the president been asked to 
serve a second term. Mr. Campbell has 
acted as general agent for the Actna in 
Arkansas for twenty-eight years and is 
at this time chairman of the Gencral 
Agents’ Advisory Council of his com- 
pany. He is also a director of the Fed- 
eral Home Loan Bank, 8th district. He 
has been widely known for many years 
for his athletic activities, having been a 
championship tennis player, and having 
served for thirty years as dean of Ar- 
kansas Football Officials. He has for 
many years been president of the Ar- 
kansas Athletic Officials Association, and 
only retired from actual officiating ser- 
vice year before last. 

* * * 

Wayne Merrick, who joined the claims 
bureau of the Association of Casualty & 
Surety Executives on January 1 as chief 
investigator, has spent the past three 
years with Thomas E. Dewey, promi- 
nently participating in the investigation 
of various racketeering cases in New 
York City prosecuted by Mr. Dewey and 
his staff. Before that he served for eight 
years in the Federal Bureau of Investi- 
gation, doing investigation work in some 
twenty states. A native of Iowa, he is a 
eraduate of the National University Law 
School and is 37 years old. 

x * x 

Keith Myers of Seattle is resigning as 
Casualty manager of the C. B. DeMille 
General agency, -that city, effective Jan- 
uary 1, to become associated with his 
father and brother in the agency firm 
of Alex Myers & Co., which was founded 


some seventeen years ago, by the elder 
Myers, 
firm. 


who is still associated with the 
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Royal-Liverpool Officer in New York 
Decorated by King George 


Major C. R. Redgrave, an official of 
the Royal-Liverpool Groups, has been 
signally honored in that he has been ap- 
pointed an officer of the Order of the 
3ritish Empire, such announcement ap- 
pearing in the New Year’s honors list 
of His Majesty King George VI. This 
decoration was presented in recognition 
of his valuable services to British and 
sritish-American interests. Major Red- 
grave was for four years president of the 
British Great War Veterans in New 
York and is also a member of the Pil- 
grims of the United States, English- 
Speaking Union, Sons of St. George and 
the British Club of New York. He has 
taken an active part in events of inter- 
national importance, usually assuming the 
position of marshall of ceremonies. He 
was decorated during the Great War 
with the Military Cross and Serbian Or- 
der of the White Eagle. 

Major Redgrave has served twenty- 
nine years with the Royal-Liverpool 
Groups, starting his career in the ac- 
counts department in London, England, 
and later being transferred to the com- 
pany’s head office in Liverpool in charge 
of the secretarial department. In March, 
1925, he came to the United States and 
at present occupies the position of head 
of the managerial statistics department. 
He is also vice-president of the recently 
formed Royal-Liverpool Guards, an or- 
ganization consisting of members of the 
staff with a quarter of a century or 
more continuous service with the Royal- 
Liverpool Groups. 

* * 
Leo T. Kissam and His New Partners 

Leo T. Kissam, a young surety lawyer 
who has done exceptionally well in pri- 
vate practice in New York and who ob- 
tained his initial experience under Wal- 
lace P. Harvey of Fidelity & Deposit 
fame, has expanded his organization with 
the turn of the year and the firm name 
is now Kissam, Murray & Hayden, ac- 
cording to an announcement received 
January 3. Leo T. Kissam finished at 
Fordham Law School in 1923 and after 
three years with the F. & D. opened 
his own office with plenty of determina- 
tion plus ability to make his way in the 
highly competitive surety end of the bus- 
iness, 

It wasn’t long before he broke into 
print as a result of his appointment as 
counsel to the sub-committee of the 
House Judiciary Committee which was 
investigating the receivership situation in 
the Southern District of New York, Suc- 
essful, this investigation resulted in the 
climination of monopolies on the part of 
corporate trustees. Mr. Kissam also fig- 
red prominently as special counsel to 
‘he National Surety Corp. in the long 
negotiations which finally led to its pur- 
‘hase by the Commercial Investment 
Trust. His firm has handled many cases 
ior that company as well as for the Fi- 
delity & Deposit, Aetna Casualty & Sure- 
ty and other prominent surety carriers. 

James T. Murray, one of his new 
partners, is a Harvard graduate. His 
chief interest will be handling legal mat- 


























ters for the Coca-Cola Bottling Co. of 
New York, Inc., for which company the 


firm is counsel. Also represented as 
counsel is the Automobile Club of New 
York. 

J. Francis Hayden, the other partner, 
has been associated with Mr. Kissam for 
the past ten years and is well known in 
surety circles. He also is a Fordham 
graduate, and was formerly with Mack- 
lin, Brown, Lenahan & Speer, admiralty 
lawyers. 

* * * 


Greeting From Lewis S. Welch 


Friends of Lewis S. Welch, well known 
and much beloved insurance man of New 
Haven, and brother of the late Archi- 
bald A. Welch, one time president and 
actuary of the Phoenix Mutual Life, re- 
ceived from him the’ following holiday 


message: 
THEY ENDURED 
1638-1938 

They came here three hundred years 
ago—Eaton, Davenport, and the rest of 
them. Eaton stayed through. Davenport, 
giving up the hope of a theocratic state, 
went back to Boston. Most of the rest 
of that little company who forced their 
way through the wilderness stayed on. 
They began New Haven, and New Haven 
has continued since that time. 

We are preparing to celebrate the 
three hundredth anniversary of the 
founding of this city. Do we know what 
was endured by the men and women who 
made this anniversary possible? True, 
they found here the large though shallow 
harbor they were looking for. They 
found also fierce human enemies against 
whom they barricaded themselves. The 
East and the West Rock regions were 
hardly parks in those days. Later the 
sturdy band of settlers were successfully 
invaded by the imperial forces of the 
British Empire, but they lived on, and 
toiled on, and built on. Their beautiful 
harbor was blockaded by the British 
navy in the War of 1812, but even in 
those years they erected three of the 
finest churches that adorn the center of 
any city in America, 

Out of their beginning of an American 
community grew our New Haven of 
homes, our New Haven of great factories, 
our Yale University. 

They endured. They endured much 
more than any of us of a modern gen- 
eration have known or dreamed of. They 
endured as seeing “one who is invisible,” 
for it is clear that they had a vision 
which meant everything to them. Can 
we not see the same inspired vision? 
Can we not endure? 

Happy New Year. We are sure that 
after all we shall have many of them. 

x * * 


Loyalty Group Settles Auto Loss 
Caused by Hungry Bear 


While Howard Burton, district mana- 
ger for the Loyalty Group at Great Falls, 
Mont., was visiting the home office in 
Newark, a telegram arrived from an au- 
tomobile policyholder who was in Yel- 
lowstone Park and whose car was badly 
damaged by a bear in search of food that 
had been left in the machine when the 
driver and his companion retired for the 


night. Not having received a previous 
claim for damage caused in that way the 
home office was skeptical at first, but 
when the telegram was shown to Mr. 
Burton he said right away, that the 
claim was probably all right and should 
get careful attention. He advised that 
the assured communicate with a garage 
in Bozeman, Mont., which is on the 
edge of the park. 

The bear had torn away enough of the 
car’s roof to enable him to enter and 
get the food. The roof was the kind 
made before the all steel type came into 
use generally. The Bozeman garage 
made part of the repairs and Loyalty 
Group’s branch office at Portland, Ore., 
arranged to have the upholstery renewed 
and the car repainted. The bear had 
done a good job, Also, Loyalty Group 
did a good job of handling this unusual 
claim so promptly, although the damage 
occurred in what might ordinarily be 
regarded as an out-of-the-way place. 

/“- © 


British Withdrawing War Risk Cover 
Ashore 

The joint rating committee of British 
marine offices and Lloyd’s underwriters 
has decided to limit the war risk cover 
under marine policies to the period from 
the time when the interest is loaded on 
the overseas vessel until such interest is 
discharged overside, or until expiration 
of fifteen days from midnight on the 
day on which the vessel is safely an- 
chored or moored at the final port of 
discharge, whichever shall first occur. 

The agreement applies to sailings on 
and after February 1 and the necessary 
war cancellation notice has been given 
under all current contracts. The reason 
given for this in the official notice is: 
“That under modern conditions of war- 
fare such widespread destruction of 
property is possible that the accumu- 
lated cargo values at certain ports would 
create liabilities which even the whole 
marine insurance market might well be 
unable to meet.” 

The events in the Far East have shown 
that in certain circumstances the amounts 
at hazard might be enormous under the 
existing terms of warehouse to ware- 
house policies. 

The new agreement applies to rein- 
surance as well as to original business 
and it has already been accepted in prin- 
ciple by the majority of the foreign ma- 
rine insurance markets, including New 
York. All foreign underwriting associa- 
tions have been informed of the new 
agreement and it is anticipated that it 
will be adopted on a world-wide basis. 

The agreement becomes effective Feb- 
ruary 1, but in respect of sales contracts 
entered into before December 31 per- 
mission may be granted for the extension 
of the existing war risk cover for sail- 
ings up to and including March 31. 

This important decision brings to a 
successful conclusion a campaign which 
the marine market has been carrying on 
for the last ten years. Its success has 
been accelerated by the situation aris- 
ing out of disturbed conditions in China, 
the Far East and elsewhere. 

* x 


British Market Now Covering Russian 
Vessels Against War Risks 

British marine underwriters have just 
been advised by the joint rating com- 
mittee of company and Lloyd’s under- 
writers that shipments of merchandise 
by Russian vessels may now be covered 
against risks of war, strikes, riots and 
civil commotion at the schedule rates. 
These shipments were covered at sched- 
ule rates up till September 15 last when 
it was decided that the scale of addi- 
tional premiums should not apply to 
shipments by Soviet vessels. 

* * * 


British Admiralty Loses Claim For 
Salvage Payment For 900-Mile Tow 
The British House of Lords has af- 

firmed a decision of the Court of Appeal 

that the Admiralty could not recover 
payment for salvage services rendered by 
warships under a special agreement. 

The Admiralty’s claim arose from as- 
sistance given by H.M.S. Frobisher and 
H.M.S. Guardian to the motor tanker 
Valverda, in whose engine room a fire 


broke out while she was carrying 13,246 
tons of petroleum. She was towed about 
900 miles by the Frobisher. 

Lord Wright, delivering judgment, said 
the central question was the meaning 
and effect of Section 557 of the Merchant 
Shipping Act, 1894. The Admiralty con- 
tended that the operation of the section 
was excluded by a salvage agreement 
with the owners of the Valverda. War- 
ships, it was pointed out, even if by stat- 
ute bound to stand by, are under no 
legal obligations to render salvage. 

The section, however, said no claim 
should be allowed and was clearly im- 
perative. 


* * K 

Lloyd’s Underwriter to Marry Lady 
Suffield 

Frank Richard Peter Barker, weil 


known Lloyd’s underwriter, is to marry 
Lady Suffield in London shortly. Lady 
Suffield is the former wife of Lord Suf- 
field and before her marriage was Miss 
Olwen Gwynne Philipps. She is a daugh- 
ter of the late Lord Kylsant, the ship- 
owner. Mr. Barker is-a widower. He 
is 34 and Lady Suffield is 32. 
* * * 


British Retirements and Appointments 


The Hon. Evelyn Baring has been ap- 
pointed a director of the London Life 
Association. He is managing director 
of Baring Brothers, the big merchant 
manking house. 


Percy E. Welsh, secretary and assist- 
ant manager of the Atlas, retired on De-, 
cember 31, after forty-seven years’ serv- 
ice. J. W. J. Levien, assistant secretary, 
succeeds him as secretary and F. E 
Huggins has been 
secretary. 


appointed assistant 





Harry G. Lee terminated half a cen- 
tury of insurance activity in London at 
the end of December. For thirty: years 
of that period he was city manager of 
the Norwich Union Life, the post he has 
just relinquished. Mr. Lee started his 
career with the old Scottish Imperial, 
which was absorbed in the Norwich 
Union Life in 1906. He has played a 
prominent part in the development of 
life insurance in London during the past 
fifty years. 





Aviation Group in National Adv. 

First of the insurance aviation groups 
to go into national advertising is the 
Associated Aviation Underwriters, com- 
posed of Chubb & Son and Marine Of- 
fice of America companies. A page ad 
has appeared in last week’s Time Maga- 
zine featuring a new $5,000 air trip policy 
for 25 cents. 

* * 


1938 Forecast 


Underwriting head of one of the na- 
tion’s leading casualty companies said 
this week that among the trends which 
will decidedly influence casualty business 
in 1938 are these: (1) the decided down- 
ward trend in rates applicable to com- 
pensation, P.L, and auto lines; (2) the 
very definite downward trend in payrolls 
which will take place undoubtedly during 
the early months of 1938, and (3) the 
business recession. This executive is 
convinced that “we will sot be able to 
say at the end of 1938 that we have had 
a better year, either in profit or in vol- 
ume, than we had in 1937. It will be a 
fair year, however.” 

* * * 


Ambulance Chasers Caught 

Only two hours after a little girl had 
been hit by a truck in Brooklyn, two 
men were arrested in a trap laid for 
them in her father’s home by the Kings 
County Rackets Bureau, on a charge of 
soliciting accident cases. This is a mis- 
demeanor under the New York Penal 
Code. The two men are Abraham Kap- 
lan and Irwin Wolf. They were ar- 
rested at the home of George Haddinow, 
286 Reid Avenue. These arrests brought 
the total thus far made in the Brooklyn 
Rackets Bureau’s investigation of ambu- 
lance chasing in Brooklyn to severiteen. 
The Claims Bureau of the Association 
of Casualty & Surety Executives is co- 
operating in the investigation. 
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Agents Give Views At 
Albany Code Hearing 


WANT FREEDOM OF CONTRACT 
Kiernan For Dashes Expense Ratio; 
Commission Controversy Said to 
Hinge on Rochester 





interest was shown by the 
Capitol district agents, brokers and com- 
pany managers in the hearing before the 
Piper Committee held at the State Cap- 
itol in Albany December 30 on the pro- 
posed new insurance code, fully 150 per- 
sons being present. Assemblyman Piper 
expressed satisfaction with the hearing. 

The highlights were a query by As- 
semblyman Piper, “What do you think 
the situation would be if the public real- 
ized that 50% of each (fire) premium is 
paid out for expenses?” and the further 
declaration, “We believe the committee 
should make a very thorough study of 
the industrial life business before it con- 
cludes its work. We may find that 
everything is all right but we have seri- 
ous suspicion it is not.” 

Poole Gives His Views 

Edward S. Poole, Albany agent, at- 
tacked the proposed new Section 71 
which provides for filing rates and rating 
information as to fire insurance with the 
Supe rintendent of Insurance. He said: 
“In the first place we believe that we 
should have, a agents, the free right of 
contract with our principals, the insur- 
ance companies, and that no part of the 
contract should be restricted, as it would 
with this proposed provision. In the 
second place we are opposed to the prin- 
cipal of further injection of government 
and state into private business. We are 
confident that the inevitable result of 
fixing commissions would be lowering of 
commissions to the agents. We do not 
believe, as agents, that the law should 
step in and fix the maximum return to 
us.” 

Mr. Poole declared there has been a 
general decline in commissions during 
the past ten years and that taxes and 
expenses of servicing risks have in- 
creased, and since the depression pre- 
mium incomes have been lessened. 

It was at this point that Chairman 
Piper asked his question about the effect 
if the public knew that 50% of the pre- 
mium cost went for expenses, to which 
Mr. Poole replied: 

“I think the situation could be ex- 
plained to them; they all know that 60% 
of the cost of building a home goes to 
labor.” Mr. Piper then said: “I am of 
the opinion that the public is going to 
care in the same way as they do about 
utility rates.’ 

“I agree that the rates of commission 
are not too high,” said Mr. Poole, “and 
I am not certain that there are not some 
items of expense in the home office that 
could be lowered without picking on the 
agent.” 

“You think if a maximum is fixed 
there should also be a minimum, and 
you don’t want any regulation on the 
whole?” Mr. Piper asked, to which Mr. 
Poole replied in the affirmative. 

Kiernan on Expense Ratios 

Peter D. Kiernan, Albany, in business 
for fifty years, stressed the growth and 
development of fire companies in the 
state and declared that the earlier com- 
panies were one man companies. He 
attacked the fleet system as being re- 
sponsible for the high expense ratios. 
“We know that the expense ratio has 
increased during the past ten years from 
36 to 48%,” he said. 

He deplored the penalising of all 
agents because of the situation in Roch- 
ester where agents are receiving an ex- 
cess 5% commission. “The premium in- 

(Continued on Page 26) 


Unusual 


Companies Consider 
New Financing Plan 


PREPARED BY A. C. STEVENS 





Would Enable Agents and Brokers to 


Arrange Premium Financing Through 





Banks 
A new insurance premium financing 
plan designed to enable agents and 


brokers to arrange the financing of their 
clients’ premiums through their local 
banks may at an early date be an- 
nounced to producers by several impor- 
tant groups of fire and casualty compa- 
nies, The Royal-Liverpool Group, the 
Aetna Casualty & Surety Group, the 
Crum & Forster Group, American of 
Newark, Phoenix of London and Secur- 
ity of New Haven are said to have 
agreed to cooperate, and may take steps 
to recommend the plan to their agents. 

Among other company groups now giv- 
ing the plan consideration, and who ex- 
pressed favor for it in its formative 
stages, are the Aetna Fire, Agricultural, 
Fireman’s Fund, Globe Indemnity, Lon- 
don Guarantee & Accident, National 
Surety, National of Hartford, National 
Union, New Hampshire, London Assur- 
ance, Royal Indemnity and Springfield 
Fire & Marine. A number of other com- 
panies have indicated an interest in the 
plan. Among them are the America 
Fore Group, North America Group and 
Great American Group. 


Stevens of White Plains Author of Plan 


The plan, which is so arranged as to 
establish uniformity in premium financ- 
ing, employing the facilities of some 18,- 
000 local banks throughout the country, 
has been perfected and copyrighted by 
Allan C. Stevens, a general insurance 
agent of White Plains, N. Y., and presi- 
dent of the Great Eastern Fire, after 
several years of testing various financing 
methods and in consultation with insur- 
ance company executives. It avoids the 
necessity of an agent utilizing his own 
personal credit to accommodate an as- 
sured, but still permits the agent to 
favor his local bank. 

The simplicity of the system has rec- 
ommended it to the companies, the main 
transaction being the filing by the com- 
pany of a letter of consent with the Peo- 
ples National Bank & Trust Co. of 
White Plains, N. Y., as depositary. The 
Peoples National Bank certifies the con- 
tents of the letter and the names of the 
insurance companies which have sub- 
scribed thereto for the benefit of local 
banks, For a nominal fee local banks 
will be furnished the complete system, 
which includes a supply of notes (origi- 
nal and duplicate), rate chart, in addi- 
tion to the certified statement of the 
Peoples Bank. 

The letter to the trustee bank relieves 
the insurance company of the burden of 
writing thousands of letters to thou- 
sands of individual banks. It is stated 


that finance companies, as well as banks 
(Continued on Page 22) 
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PRESIDENT HOOVER ABANDONED 





Dollar Liner Held Constructive Total 
Loss; U. S. Markets May Pay 
Over $3,000,000 

Marine underwriters in New York 
were notified this week that officials of 
the Dollar Line in San Francisco had 
abandoned to insurance interests as a 
constructive total loss the $8,000,000 liner 
President Hoover, which went aground 
last month on a reef on an island off 
Formosa. Due to bad weather condi- 
tions efforts to salvage the ship must 
be delayed until March or April. 

Hull insurance on the President Hoover 

(Continued on Page 26) 


F.L.A. Changes 


The Factory Insurance Association has 
transferred Harold H. Thompson, special 
agent, to Hartford from the New York 
branch office, and L. B. Hansen, special 
agent, from Pittsburgh to New York, 
where he will assist District Manager C. 
A. Ross. Mr. Thompson’s work during 
the last year has been principally on un- 
derwriting and it seems of advantage to 
have him conduct it from the head of- 
fice in Hartford. 















J. A. Kesey, President 


CAPITAL . . . 
PREMIUM RESERVE ° . 
OTHER LIABILITIES : . 
NET SURPLUS . . . . 
TOTAL ASSETS ° ° . 








New York Insurance yeep Valuation Basis. 


in the above st are 


Standard Insurance Company 
of New York 


Head Office: 80 John Street, New York 
G. Z. Day, Vice-President 


Statement December 31, 





v 


C. L. Henry, Secretary 


1936 


$1,500.000.00 
1,488,604.23 
229,289.95 
3.450,793.34 
6,668,687.52 


Securities carried at $60,488.02 
States as required by law. 





ATLANTIC MUTUAL PROMOTIONS 





Tuttle and Smith Vice - Presidents; 
Brough Metropolitan Manager and 
Carr Field Manager 
Trustees of the Atlantic Mutual have 
appointed Franklin B. Tuttle and Gordon 
H. Smith as vice-presidents of the com- 
pany, Percy W. Brough metropolitan 
manager, and Roy E. Carr field mana- 
ger of production. Mr. Tuttle has been 
with the company since 1931 in charge 
of the inland marine department and 
was appointed assistant vice- president in 
1935. He also has supervision of the 
fire department and organized the auto- 
mobile department which has recently. 

been established. 

Mr. Smith, in charge of ocean marine 
underwriting, entered the employ of the 
company in 1916. He was appointed as- 
sistant vice-president in 1935. Mr. Carr 
is at present manager of the company ’s 
Boston office where he will remain tem- 
porarily, pending completion of plans 
which will permit his transfer to the 
home office. 


Miss Julia Russell Heads 


Insurance Women’s Society 
The Insurance Women of New York 
held their annual business meeting in 
connection with a New Year’s party at 
the Fifth Avenue Hotel, New York City, 


on Monday night. Miss Maude Inch, 
assistant secretary of the Insurance So- 
ciety of New York, was elected a life 
member as a tribute to her outstanding 
service to the organization. 

Officers elected were as follows: Pres- 
ident, Miss Julia Russell, National Board 
of Fire Underwriters; vice-president, 
Miss Leone Martin, Royal; recording 
secretary, Miss Norma Palmer, Great 
American; corresponding secretary, Mrs 
Florence ” McCaskie, National Board; 
treasurer, Miss H. F. Williams, John W 
Thomas, Inc.; historian, Miss Fannie L. 
Gardiner, Insurance Institute of America. 
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Accounting for Fire Underwriting 
From the Investors Point of View 


By Neville C. Seymour 


Manager, Investment Advisory Department, 
Trail & Middendorf, Inc., Baltimore 


A very important operation of a fire 
insurance company, yet the one least un- 
derstood by a layman, or uninitiated 
investor, is the matter of accounting in 
the underwriting department. It is not 
surprising that this should be so, for the 
legal form in which the underwriting re- 
sults are published is not drawn up in 
a manner similar to that of an industrial 
enterprise. Frequently this statutory 
form will indicate a substantial profit, 
or perhaps a small loss, for a period of 
declining premium volume, and vice versa 
it may show a large loss, or small profit 
during a period of greatly increasing pre- 
mium volume. This unusual state of af- 
fairs arises from the legal method pre- 
scribed for calculating the “Unearned 
Premiums Reserve,” and the effect of the 
latter in arriving at the “Premiums 
Earned” for the period. Here is a typi- 
cal “Underwriting Exhibit” drawn up on 
a statutory basis: 


Income: 


Net Premiums written during the year 1931................. 


Add: Unearned Premiums 12/31/30 


Total Premiums in force during 1931..... 
Unearned Premiums 12/31/31....... 


Less: 


Premiums Earned during 1931............ 


Outgo: 


Losses and Adjustment Expenses Incurred 
Underwriting Expenses Incurred.......... 


Statutory Underwriting Profit............ 


The comparative underwriting figures 
for this company prior to 1931 had been 
as follows: : ; 

Net Premiums Loss Ratio 


Written to P.W 
2 kerr cee $12,800 50% 
En 12,100 48 
WS were ees 12,100 45 
ROE Paneer 12,000 44 
ee are 10,900 52 
TOE. acaicenwee 9,700 52 


It will be noticed that premium vol- 
ume declined substantially between 1929 
and 1931, and also that losses rose eight 
points, yet for 1931 there was a statutory 
underwriting profit of $1,200. Quite clear- 
ly, therefore, in order to show the cur- 
rent earnings from the investors’ view- 
point, rather than on a statutory or pol- 
icyholders’ basis, some formula is neces- 
sary for adjusting the latter. A proper 
understanding of the operation of the 
“Unearned Premium Reserve” is a pre- 
requisite to any understanding of an 
adjustment formula, and a brief explana- 
tion follows. 


Unearned Premiums Reserve 


A $100 insurance premium theoretically 
consists of three elements, namely, $48 
for probability of losses, $48 for under- 
vriting expenses, and $4 for a normal 
profit. If the losses do not exceed $48 
luring the life of the policy, obviously 
the fire insurance company recovers $52 
ff the original $100 premium. In other 
ords, the amount that the company will 
ventually recover depends entirely on 
he extent of the payment for losses, 
nd therefore, it may vary above or 
clow $52. 
Now one important thing for the lay- 
ian to understand is that when a policy 
written for a $100 premium, regardless 
f whether any losses occur the first 
car or not, the insurance company actu- 
ly incurs an average $8 of underwrit- 
& expense, during that first year, which 
oney has to be paid out of its surplus, 
nd immediately becomes a_ charge 
xainst the “Profit and Loss Account” 
{ the year in which the policy was writ- 


ten. In the case of an industrial con- 
cern the expenses of obtaining the sales 
for the year are offset, in its “Profit and 
Loss Account,” by a credit for the full 
amount of the sales for the period, and 
thus the amount of the profit or loss 
reflects the true operating results for 
the period. The statutory “Underwrit- 
ing Exhibit” of a fire insurance company, 
however, usually shows operating results 
distorted through the effect of the “Un- 
earned Premiums Reserve” on_ the 
amount of “Premiums Earned.” Why 
this distortion occurs should be easily 





Example 1 





9,700 

PORE ERR ANAOL 12,120 

FO eee 21,820 

ENE TREAT ES 11,017 
Pe ee $10,803 

ot ee RED $ 5,044 
Fic NOME RR 4,559 9,603 
Sr ara Pr ere $ 1,200 





understood from the following example: 
Example 2 

In any fire insurance company policies 
are written for terms ranging from one 
to five years; however, so little business 
is written for two and four year terms 
that we can leave them out. In arriving 
at the amount of premiums earned, one 
year policies are run off in two periods 
of six months, three year policies in six 
periods, and ‘five year policies in ten, 
the middle of the first year being re- 
garded as the average date for all poli- 
cies of any given year. (Recently there 
has been a tendency to write off the re- 
serve on a monthly basis, so that a one- 
year policy would be written off in 24 
monthly periods and so forth.) 

Let us take the actual ratios between 
one, three and five year business of a 
typical company: 


utory form of accounting, only $1,590 
would have been allowed as a credit to 
cover expenses, leaving $3,210 still in the 
reserve, and this sum was 48% of the 
total reserve on 12/31/31. To that extent 


therefore the stockholders, as distinct 
from the policyholders, had a real equity 
of at least 48% in the reserve on 12/31/31. 

Now if the losses do not exceed 48% 
during the policy lives, the fire insurance 
company would earn the full 4% profit, 
so that out of the whole $10,000 of pre- 
miums, $5,200 would eventually find its 
way into the surplus. Since the total 
amount from the $10,000 of premiums 
which the fire insurance company will 
retain depends on the ratio of losses 
which may occur during the five year 
period used, it is quite obvious that any 
formula for adjusting the “statutory” un- 
derwriting results to a “true basis,” 
should take into consideration the five 
year average trend of losses incurred 
to the premiums written. 


In Example 2, you will notice that the 
premiums of any policy year run off as 
follows: 


Ist Year. ....eeee eee 33.13 66.87 
BRS tabiesaaes 40.77 26.10 
echae caplepintie 15.27 10.83 
ee oo “numaaeeaws 8.43 2.40 
Bie wneud 1.60 80 
Ce oe ems 80 

100.00 


Weighted Average 


Since fire insurance companies are al- 
ways writing new business their “Un- 
earned Premiums” reserve at any time 
will contain “Unearned Premiums” of 
individual policy years in decreasing ra- 
tios back to the fifth year previous to 
the current year. Let us then suppose 
that a company had a given series of loss 
ratios for five years, we can then allo- 
cate them to their policy years and ar- 





——_———— Allocation of Premiums —————— 


$100 Possible Underwriting 
Policy Terms % Premium % .osses % Expenses % Profit 
2 0 eo ere $ 5,100 $2,448 $2,448 $204 
ee — “Sarecnseearese 4,100 1,968 1,968 164 
Rie © 3 aedeacnbacawwn 800 384 384 32 
100 Total Written ae 100 10,000 48 4,800 48 4,800 4 400 
OE eee 3,313 1,590 1,590 133 
Reserve 12/31/31.......0.0. 66.87 6 687 48 a 3,210 48 “3 210 4 = 267 
ee een 4,077 1,957 1,957 163 
Reserve 12/31/32........... 26.10 2,610 48 1,253 48 1,253 4 104 
Maened—1993 ...ccccscccccs 1,527 733 733 61 
Reserve 12/31/33........... 10.83 «1,083 48 520 48 520 4 °° 43 
ee 843 405 405 33 
Reserve 12/31/34........... 2.40 240 «48 “a » ° ma « 
Earned—1935 ...cccccsccces 160 77 77 6 
Meseres EB/SESSS ...ccccccce .80 80 48 38 48 38 4 aie 4 
38 38 4 


MOTMOE—ISEG os ckccwccccves 80 


Note particularly this, that out of the 
total $10,000 of premiums written $4,800 
was allocated to cover expenses, which, 
as was explained, would actually have 
been paid during 1931, and should there- 
fore be offset in the “Profit and Loss 
Account” by a full credit of $4,800, quite 
regardless of the question of losses. As 
a matter of fact, however, under the stat- 








rive at a weighted average for the period: 


Loss Allocated 

Ratio Weight% Ratio 
Lo eee 50 80 4 
oo 48 2.40 1.1 
PR a Siwiae 45 10.83 48 
Ue 44 26.10 11.4 
ae 52 66.87 31.2 


Average Ratio 47.8 (Weighted) 48.9 
It is impraeticable, for the individual 


statistician, to make such a series of 
calculations for severai hundred com- 
panies, therefore a formula is needed 
which will give a loss trend approximat- 
ing the above weighted average. We can 
do this as follows: 

1—Add together 50, 48, 45, 44, and 
three times 52 = 343. 

2—Divide 343 by seven and the weight- 
ed average will be 49. 

3—If the five year loss trend shows 
49% then we can consider the existence 
of a current equity of 51% in the re- 
serve, which will be the sum of the 
“expense” plus “profit” portions thereof. 

Having found a mathematically reason- 
able formula for determining what 
“Equity 1n the Unearned Premiums Re- 
serve” accrues to the stockholders on any 
given date, let us now apply this for- 
mula, for example a 51% equity, to the 
statutory “Underwriting Exhibit” in Ex- 
ample 1. To make it still easier to un- 
derstand we will break down the items 
between “old” and “new” business. (Ex- 
ample 3 will be found complete on page 
22.) 

Equity Rate 


In Example 1 you should have noticed 
that the “Premiums Earned” consisted of 
$9,700 of new business plus the decrease 
in the “Unearned Premiums Reserve,” 
between 12/31/30 and 12/31/31, which 
amounted to $1,103. In the “Proof of 
Decrease in Equity” shown above the ex- 
act amount of the “old” reserve released 
$7,589, and of the “new” business de- 
ferred in 1931 $6,486, are shown, the dif- 
ference of course being $1,103. The di- 
vision of the total reserve, etc., between 
Loss, Expense and Profit given here, is 
the theoretical allocation, therefore if our 
equity rate at 12/31/30 was 51% of the 
total reserve then it is clear that the 
equity amounted to the sum of the “Ex, 
pense” $5,818, plus the “Profit” $363, 
again with an equity rate (by coinci+ 
dence) of 51% on 12/31/31, then the 
equity at the end of the year 1931 con- 
sisted of the “Expense” $5,288, plus the 
“Profit” of $331. 

Referring now to Example 3 (top sec- 
tion) you will notice that the expense 
on “new” business was $4,559, of which 
only $1,446 was allowed as earned in 
1931, leaving $3,113 deferred, which 
formed part of ‘the “new” reserve at 
12/31/31. Since, however, $3,643 was re- 
leased out of the “old” reserve, this was 
$530 more than $3,113 necessary to equal- 
ize the expense on 1931 “new” business, 
and the excess is automatically eliminated 
as shown in the middle section of Exam- 
ple 3. Finally the amount “Allowed for 
Profit” out of the “old” reserve was $32 
more than the amount earned on “new” 
business in 1931. You can see therefore 
that the actual profit for 1931 consisted 
of a favorable run off of “old” business, 
plus a small profit from 1931 business. 

In conclusion it must be borne in mind 
that this formula for determining an 
equity rate is solely based upon a going 
concern viewpoint, and merely seeks to 
convert the distorted statutory form of 
underwriting exhibit to a normal ac- 
counting basis where each period, as 
nearly as possible, becomes charged with 
its Own expenses, and is credited with 
earnings which properly belong to it. 
In addition to the “Loss,” and “Expense” 
items there are in practice other minor 
adjustments which result from recovery 
f bad debts, etc., these have been omit- 
ted because they are not affected by the 
equity adjustment. 

Furthermore, while the _ theoretical 
composition of a $100 premium i 


(Continued on Page 22) 
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Rhyan North British Secretary in 
Charge of Inland Marine Department 


C. A. Mayo, General Agent, To Be Associated With Mr. 
Rhyan; Secretary Shotwell to Confine Activities 
to Automobile Department 


The North British & Mercantile Group 
has announced that, since the continued 
growth of automobile and inland marine 
business hitherto under the direct’on of 
Secretary S. T. Shotwell now involves 
duties too arduous for one person to 
undertake, it has been arranged to have 
Mr. Shotwell relinquish his duties in 
connection with the inland marine busi- 
ness in order that he may devote his en- 
tire efforts to the further development 
of the automobile department, of which 
he continues ag secretary in charge. 

Announcement is also made of the 
appointment of Walter R. Rhyan as sec- 
retary in charge of the inland marine 
department effective January 1. Mr. 
Rhyan, who is well known to many 
North British agents, is well qualified 
to assume his new duties because of his 
broad experience in office and field work 
and his intimate knowledge of the high- 
ly specialized inland marine field. 

Caswell A. Mayo, general agent, will 
be associated with Secretary Rhyan in 
the management of the inland marine 
business, where his knowledge gained 
through a business lifetime devoted to 
that branch of insurance will be of 
great value to agents. 

Rhyan’s Career 


Mr. Rhyan, the son of a Midwestern 
local agent, started in the insurance 
business with the rating division of the 
Wisconsin Inspection Bureau. After 
gaining valuable experience there he 
joined the New England department of 
the North British Group as Dean 
Schedule engineer. After four years in 
that capacity he was appointed special 
agent in southern Massachusetts. 

Highly creditable field work brought 
about his appointment in May, 1930, as 
executive special agent for the entire 
New England field. In December, 1931, 
he was called to the inland marine de- 





Blank & Stoller 
RHYAN 


WALTER R. 


partment at the New York home office, 
and in January, 1935, was appointed 
general agent of that department. For 
the past two years he has been special 
agent for southern Connecticut, where 
he has made an enviable record. 

Mr. Rhyan is a past most loyal gander 
of the New England pond of the Blue 


Goose. 
C. A. Mayo 


Mr. Mayo is a student of marine in- 
surance, having started his career in the 
office of a large New York City insur- 
ance broker. After several years there 
he became associated with a Canadian 


general agency as manager of the marine 
department in the branch office. Return- 
ing to the United States, he was suc- 
cessively underwriter and marine special 
agent and gained a well rounded knowl- 
edge of the business in both home office 
and field. Since 1936 he has been gen- 
eral agent for the North British Group 
inland marine department. 


Agents Give Dinner to Rhyan 


Mr. Rhyan was paid an unusual trib- 
ute by his agents, when they tendered 
him a farewell testimonial dinner at the 
Hotel Taft, New Haven, on the evening 
of December 29. William M. Hotchkiss 
of New Haven was general chairman for 
the gathering. Howard Davis of Dan- 
bury was an able toastmaster, and Henry 
Booth of New Haven made an excellent 
presentation speech in behalf of those 
present, at the conclusion of which he 
presented “Wally” Rhyan with an elab- 
orate desk set. Mrs. Rhyan, too, was 
remembered with a beautiful floor ‘lamp. 

In addition to the many aeere repre- 
sentatives, C. F. Shallcross, S. man- 
ager of the North British ha, was in 
attendance, accompanied by Assistant 
Manager C. E, Case, Secretary A. E. 
Murdock and General Agent H. A. 
Klocke of the New York home office. 





N. J. FIRE LOSSES HIGHER 

Fire insurance losses in New Jersey for 
the year just closed have been estimated 
by adjusters at $6,570,000, which is a 
slight increase over the $6,481,488 paid 
losses of 1936. The greater part of the 
losses of 1937 was among mercantile 
risks, the dwelling losses having shown 
a substantial decrease over the last few 
years. Another interesting factor in the 
fire loss field for the year is the de- 
crease in arson cases, reports showing 
that they dropped 40% below those of 
1936. 


ONTARIO FIRE LOSSES UP 

Ontario fire losses in 1937 were 15,071 
to the amount of $7,914,496, compared 
with 14,727 amounting to $7,609,873 in 
1936 according to a preliminary report 
of the Ontario Fire Marshal. In 1937 
the Fire Marshal’s office had the larg- 
est number of criminal cases in its his- 
tory sixty-four trials resulting in forty- 
five convictions for arson and _ other 
crimes connected with fires. 
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Iusurance Company Ltd. 


HARRY G, CASPER 
United States Manager 





90 Johu Street, New York 


A Large Company Doing an International 
Insurance Business. 
Throughout 


the Entire 


AUTOMOBILE 


Offices are Located 


World. 





MARINE 


BERT A, JOCHEN 
Asst. U. S, Manager 
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COOPERATION 


If you wish to compare the co- 


operation we give to agents qual- 


ified to represent us with the co- 


operation you are now receiving, 
we urge you to write for our free 


book ‘‘ Planned Progress.’’ Today! 


BOSTON 
INSURANCE COMPANY 


(©) Os 0 CLO) RODD 
INSURANCE COMPANY 


7 Kirtsy Srreet, Boston, MAssaCHuseTtTs 





N. J. SQUARE CLUB OFFICERS 





D. J. Cullen of Passaic Pre:ident; 
Annual Entertainment and Dance 


to Be Held February 25 


The Insurance Square Club of New 
Jersey has elected Douglas J. Cullen. of 
Cullen-Schulting, Inc., Passaic, president 
for 1938; Alfred F. Turton, special agent 
Empire State, first vice-president; Wil- 
liam C. Jenkins, of William C. Jenkins 
Agency, Jersey City, second vice-presi- 
dent; Vernon E. Beavers, of T. W. Grif- 


fith Co., Newark, treasurer; Edgar A. 
McCaskie, adjuster, Newark, secretary, 
and Thomas K. Hawbecker. — Trustees 


are John E. Crummey, Kenneth L. 
Georgi, and Frank B. Heller. 

The annual entertainment and dance 
will take place Friday, February 25. 
The committee in charge consists of 
Vice-president Turton, chairman, and the 
following district vice-chairmen: Essex, 
John E. Crummey; Hudson, Henry Mar- 
morstein; Bergen, John F. Neilson; 
Union, Harry Rothberg; Passaic, Wil- 
liam Frederick; Morris, William G. 
Hurtzig; Central Jersey, Roy C. Pelham; 
South Jersey, Hugh Mehorter; West 
Jersey, Judge Albert B. Craig; New 
York City, Samuel A. Mehorter. 

President Cullen has announced ap- 
pointment of the following committees 
for the year: Entertainment and pub- 
licity, Vice-president Jenkins, chairman; 
Fred Morsch, Arthur C. Bachman, 
Theodore Roller, Harold Wittich, Peter 
Bellochio, Fred Hagney. 


Audit: Donald Ulrope, chairman; R. 


M. Cadman, George Eckstein. Member- 
ship: Fred Lau, chairman; John Leuhs, 
Albert N. White. Welfare: John 

Crummey, chairman; V. E. Beavers, 


Joseph Sorge. 

The club was started in 1935, and 
presidents to date have been Edgar A. 
McCaskie, 1935; Leon A. Watson, 1936, 
and John B. Kidder, 1937. The newly 
elected leader, Mr. Cullen, is president 
of the Passaic County Association of 
Insurance Agents. 





VA. ASS’N SEEKS MEMBERS 


Plans were to be shaped this week for 
a statewide membership campaign by the 
membership committee of the Virginia 
Association of Insurance Agents at a 
meeting in Richmond. Comprising the 
committee are R. E. Hawks, Portsmouth, 
chairman; Stuart Ragland, Richmond; 
Fred M. Davis, Lynchburg. The asso- 
ciation closed the year with a total of 
278 members on its rolls. More than 
fifty were added during the past year 
and it is hoped to add materially to the 
enrollment during the forthcoming mem- 
bership drive. Oscar H. West, the new 


state manager, will assist the committee 
in the drive. 
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DO YOU BELIEVE 
IN SIGNS ? 


A sign of an up to the 
minute agent is one who 
knows all the latest insur- 
ance coverages - - - and 
uses this knowledge to 
win new Clients. 





A Neon Sign policy has 
often secured a merchant's 
entire insurance account. 
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America Fore Insurance ‘and: 4fademnity Group 
THE CONTINENTAL INSURANCE. COMPANY "NIAGARA “FiRE INSURANCE COMPANY 
AMERICAN EAGLE FIRE INSURANCE COMPANY MARYLAND INSURANCE COMPANY OF DELAWARE 
FIDELITY-PHENIX FiRE INSURANCE COMPANY == = THE FIDELITY AND CASUALTY COMPANY 


: g , BERNARD M. CULVER, President 
First AMERICAN FiRE INSURANCE COMPANY agli Peg re omaha aa 


Eighty Maiden Lane, |) New York ,N.Y. 


GROUP 





NEW YORK CHICAGO SAN FRANCISCO ATLANTA DALLAS MONTREAL 
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INLAND 


1938 is going to be an Inland Marine 
Year. Get aboard early. There is a 
large and increasing volume of this 
business to be developed. Our Inland 
Marine and Special Lines Department, 
with its comprehensive, world-wide 
facilities, will gladly help you to 
develop it locally. Your fullest inquiries 
about and use of these facilities are 
cordially invited. 


Chart your course for 1938 Inland 
Marine production with the aid of 
our Source Chart of Prospects. Write 
for a copy. 











NORTH BRITISH & -MERCANTILE 
INSURANCE COMPANY, Lid. 


1SO WILLIAM STREET, NEW YORK 


Writing Fire, Inland eAMarine and ALL Kindred Lines 


OR LN, Nn, fn, n,n, 





Accounting for Fire Underwriting 


(Continued from Page 19) 


for “Loss,” $48 for “Expense” and $4 
for “Profit,” in actual practice the three 
items will vary in relation to each other. 
The usual explanation of the equity as 
being the commission which would be 
allowed if all the business on the books 


were reinsured should not be considered 
from an investor’s viewpoint, because 
then several other factors would enter 
into the calculations entirely outside the 
purely mathematical scope upon which 
the recommended formula is based. 


Example 3 


Underwriting (Profit and Loss) Exhibit) 
Cc 


DR. OUTGO 
Losses: 
From “old” business.... $3,178 
- “new” - 1,866 $ 5,044 





Expenses: 
From new business...... 4,559 
Statutory Profit: 
From “old” business.... $1,103 
“ ” “es 97 

















“new 1,200 
$10,803 
Loss in Equity in “Unearned Premiums”: or. 
Excess Credit for “new” business exp. $ 530 
Unearned Profit on “‘old’* “ ” 32 
2. 2° 2 PRRs $ 562 
True Earnings resulting from: 
Favorable loss run off.... 4 
Profit from “new” business 97 
Te OE” CUR icadivevestens 638 
$ 1,20 
Proof of 
Decrease in Equity Total % 
Total Reserve 12/31/30........ $12,120 49 
“Old” Res, released 1931...... 7,589 49 
is. id’? Reserve deferred........ 4,531 
New Business deferred......... 6,486 49 
Total Reserve 12/31/31........ 11,017 
“Old” Res. “Earned” 1931..... 1,103 


R. INCOME 
Allowed for Losses: 








Old Reserve released.... $3,719 
Ist Year “earned’’...... 1,866 $ 5,58 
Allowed for Expenses: 
Old Reserve released.... $3,643 
Ist Year “earned”...... 1,446 5,089 
Allowed for Profit: 
Old Reserve released.... $ 227 
oe eee —98 129 
Total Premiums Earned..... me ‘ein $10,803 
Statutory Profit B/down: ia 
From “old” business.... $1,103 
‘ “new” = 97 $ 1,200 
$ 1,200 
Loss % Expense % Profit % Equity 
$5,939 48 $5,818 3 $3637 51 $6,181 
3,719 48 3,643 3 227 
"2,220 2,175 136 
3,178 48 $15 3 195 
5,398 5,288 $31. 51 5,619 








541 530 32 Decrease 562 


Explanation of Example 3 


Premiums 
New Business 1931............ $9,700 
Added to Reserve 12/31...... 6,486 
Allowed as Credit 1931....... 3,214 
Old Res. Released 1931....... 7,589 
Prems. Earned 1931........+.. 10,803 
Actual Results of 1931........ 9,700 


1,103 


Allocation of Old Res. Rel’d. 


This table should clearly show that 
$541 profit was made on “old” reserve 
“Loss,” and that $530 more “Expense” 
than necessary was released in 1931, as 


TAFE ccccacdessxecgeeebecn Genes s 
EA/SE/SE ov ccisecceeses dgedevespauee<s 


Reserve TeleaSOG. o6.0. .ecicecceusesss 


49 341 48 530 


—Allocation of Premiums—— 














%o Loss % Expense % Profit 
52 $5,044 47 $4,559 1 $ 97 
49 3,178 48 3,113 3 195 
1,866 1,446 L 98 

49 3,719 48 3,643 3 227 
5,585 5,089 129 

52 5,044 47 4,559 1 97 
3 2 








well as $32 more profit; it is again those 
same two last items which exactly equal 
the decrease in the reserve equity: 


Total Reserve Equity Equity 
. $12,120 51% $6,181 
. 11,017 51 5,619 





Decrease in Equity $ 562 








Financing Plan 


(Continued from, Page 18) 


can obtain a copy of the letter, which 
will mean the adoption of the plan by 
them. , 

After all interested companies have 
filed the letter with the Peoples Bank, 
local banks interested in premium financ- 
ing will be supplied upon request through 
Mr. Stevens for a nominal considera- 
tion: (1) a certified copy of letter to 
Peoples Bank together with a list of 
companies who have filed it with them, 
(2) a supply of notes, (3) a rate chart 
which contains full instructions and (4) 
a covering letter to banks outlining their 
position principally as respects losses 
payable to a mortgagee, losses or claims 
payable to third parties, and a banks 
responsibility to the insurance compa- 
nies. 

The notes and rate chart will be made 
available directly to local agents who de- 
sire to prepare the forms for submission 
to their local bank. By so doing the 


local bank will be relieved of this detail 
and will then only be required to check 
the completed note for correctness. ; 

The history of the development of this 
financing program dates back to 1925 
when Mr. Stevens copyrighted the Trade 
Acceptance Instalment Note. 


This was 


the first note, Mr. Stevens believes, that 
was ever used by agents to finance an 
assured’s insurance premium through a 
local bank. It is now being used by 
more than a thousand agents through- 
out the United States. 





ALFRED GRATZ DIES AT 83 


Alfred Gratz, who years ago was presi- 
dent of the Girard Fire of Philadelphia, 
died January 1 at his home in Phila- 
delphia at the age of 83 years. He was 
also an executive and director of the 
Mechanics and a director of the Susque- 
hanna Coal Co., Amparo Mining Co. and 
the Lykens Water Co. He was also a 
retired advertising executive. 


CHANGES MADE BY F.LA. 


W. M. Jones has been appointed chief 
engineer by the Factory Insurance As- 
sociation, with which he has been con- 
tinuously since 1913. Willard H. Forris- 
tall has been appointed assistant. super- 
intendent of the underwriting depart- 
ment, replacing G. W. Woodward who 
has been made exccutive special agent 
in the business development department. 


688 IN N. J. AGENTS’ ASS’N 
The New Jersey Association of Under- 
writers closed 1937 with 688 members 
and it is hoped that the 700 mark will 
be reached this month. 
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JOINS GARIBALDI OFFICE 
Richard Smith Leaves F. I. A. to Be- 


come Insurance Manager For Large 


Hoboken, N. J., Agency 


Richard Smith, who has been associat- 

| for over nine years with the Factory 

surance Association, resigned on Jan- 

iry 1 to become manager of the insur- 
nce department of the Joseph J. Gari- 
haldi Organization, 77 River Street, Ho- 
boken, N. J. This large real estate and 
nsurance office represents numerous 

ading fire and casualty companies. 

A native of Radburn, N. J., Mr. Smith 
vas graduated from Worcester Polytech- 
nic Institute at Worcester, Mass., in 
1928 and in September of that year 
joined the F. I. A. at Hartford. About 
a year afterwards he was transferred to 
New York as inspector. Later he was 
advanced to special agent. He has been 
covering New Jersey north of Trenton 
for the F. I. A. and is well acquainted 
with many insurance men and assureds 
in that territory. 


Great Lakes Risks 


(Continued from Page 1) 





November. The Calgadoc was owned by 
the Paterson Steamships, Ltd. 

Two of the heaviest particular average 
and general average claims of the past 
season were also not shared by Ameri- 
can underwriters. The W. H. McGean 
of the Pioneer S.S. Co. sustained dam- 
ages estimated at $225,000 when she ran 
aground near Bois Blanc Island in Lake 
Huron during a storm in April. This 
vessel is insured in the owners’ own 
insurance fund. 

The second heavy loss referred to was 
the damage to the Joe S. Morrow of 
the Red Arrow S.S. Co. which struck 
an obstruction in Lake St. Clair on April 
13, resulting in damages amounting to 
$86,709. Half of this loss was carried 
by the Great Lakes Protective Associa- 
tion, and it is believed the remaining 
50% was carried abroad. 


Third Largest Ore Movement 


The 1937 iron ore movement was the 
third largest in the annals of the Lakes, 
with a total of 62,598,837 gross tons. 
The highest tonnage was established in 
1929 with 65,195,478 gross tons, and the 
second highest was in 1916 with 64,734,198 
tons shipped by water. 

At mid-season ore shipments were 8% 
ahead of last year and exceeded the 1929 
record for the same period, but the 
movement fell off as steel production 
declined and ore storage piles became 
filled to capacity. The season ended with 
an increase of 39.66% increase over last 
year. 

The 1937 Lake coal movement was well 
above the average but when the final 
figures are compiled the total for this 
season will not exceed the all time high 
established the previous year. On No- 
vember 1, according to the latest report 
issued by the Ore & Coal Exchange, 
the total coal movement for the season 
was 43,484,988 tons compared with 43,- 
504,640 net tons as of the same date the 
previous year. 

During the early part of the season 
many daily, weekly and monthly loading 
records were broken. At the end of 
the second months of the season the coal 
movement was 40% ahead of the all 
time record of the 1936 season to the 
ame date. By mid-season this lead had 
been cut to 10%. 

The steamer James Watt of the Nich- 
lson Transit Co. was reported as late 
is December 28 making daily round trips 
vith coal between Toledo and Detroit. 


Grain Shipments Decline 


Grain was one of the few commodities 
vhich showed a decrease in shipments as 
mpared with the previous season. This 
lecrease was attributed to the shrinkage 
n the Canadian crop as a result of the 
lrought. Wheat tonnage through the 
<a decreased 28% from the 1936 
tal, 

Grain shipments from Chicago, on the 
ther hand, increased from 19,424,000 
bushels in 1936 to 33,076,000 bushels dur- 
ng the past season; reflecting the good 


American crop which made the United 
States an exporting nation once again. 
Of the 1937 total from Chicago, 19,254,- 
000 bushels were of wheat compared with 
9,051,000 bushels in 1930. 

Almost equalling this shipment of 
wheat by water was the receipt at Chi- 
cago docks of 18,720,000 bushels of for- 
eign corn principally from Argentina, 
South Africa, Yugoslavia and Hungary. 
The corn was transshipped in most cases 
from Montreal by canal size lake vessels. 

Grain receipts at Buffalo during 1937 
were about 76,000,000 bushels, which was 
about 20,000,000 bushels below the previ- 
ous season and the lowest since 1888. 


New Lake Vessels 


Four new 610-foot vessels are being 
built on the Great Lakes for the Pitts- 
burgh Steamship Co.,a subsidiary of the 
United States Steel Corp. These vessels 


to tou Measure 
en 


are being built at the American Ship 
3uilding Co. at Lorain, Ohio. 

The motor tanker Mercury, built for 
the Cleveland Tankers Corp., took her 
first lake cargo from Cleveland on July 
13 to South Chicago. The Mercury was 
built at the Pennsylvania Shipyards, 
Beaumont, Texas, and reached the Lakes 
via the New York State Barge Canal. 

The J. S. Ashley of the Pioneer S. S. 
Co. was converted to a self-unloader at 
a cost of about $500,000 and went into 
commission early in the season. 


Opening of Navigation 


This year’s opening of navigation was 
the earliest on record. In Lake Erie 
the record was broken by the E. C. Pope. 
She arrived at Toledo from Detroit with 
a load of autos on February 15, which 
was a month earlier than both the av- 
erage and last year’s opening dates. The 


eastern end of Lake Erie was consid- 
ered open on February 21, which was 
three months earlier than the opening 
the previous year. 

The Lake Carriers Association, in an 
effort to open inter-lake navigation as 
soon as possible, used the car ferry Chief 
Wa.atam as an icebreaker in the Straits 


of Mackinac and the St. Mary’s River 
The Straits of Mackinac were opened 
on April 11 with the passage of the 
tankers Comet and Maine into Lake 
Michigan, two days ahead of the average 
opening date and nine days ahead of 
1936. 

The St. Marys River was opened on 
April 11, eight days earlier than the 
average and eighteen days earlier than 


the previous year, The steamers Algo- 


cen and Algosoo were the first vessels 
to be locked up at the St. Marys Falls 
Canal. 


“Ut was uch a bargain, dear, and 
coulda't reig buying it.” 
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Edward L. Ballard, 
Merchants Fire of N. Y., Dies at Age 67 


Funeral services were held Monday 
morning at the Riverside Church in New 
York City for Edward Lathrop Ballard, 
founder and chairman of the executive 
committee of the Merchants Fire of 
New York, who died last Friday morn- 
ing at the age of 67 years. He had been 
ill for more than six months. Surviving 
Mr. Ballard are his widow, Mrs. Eliza- 
beth Gates Bigelow Ballard; two daugh- 
ters, Mrs. James M. Doubleday and Mrs. 
\rthur Dann; a brother, Sumner Bal- 
lard, president of the International In- 
surance Co. and one of the country’s 
leading figures in the fire reinsurance 
field, and two sisters, Mrs. William W. 
Crehore and Miss Amy Hope Ballard. 

Born in Noroton, Conn., in June, 1870, 
the son of Frank Wade Ballard and 
Anna Marten Ballard, Edward L. Bal- 
lard, generally regarded as having had 
one of the ablest financial intelligences 
‘n the business, and who made his first 
success as an insurance man at an early 
age, was a member of a famous insurance 
family. His father, after an insurance 
career, started the insurance page of the 
o'd Commercial Bulletin which later be- 
cime the Journal of Commerce, Sumner 
Ballard, brother of Edward L., then ran 
the page for years, making it the out- 
standing insurance news spot of the 
vorld. Sumner Ballard is now presi- 
d nt of the International of New York, 
end is United States manager of the 
Skandinavia of Denmark. An_ older 
brother, William, now deceased, was for 
years an important executive with the 
Commercial Union fleet. 


His Early Training 


Edward L. Ballard attended New York 
schools at one of which he began a 
friendship which was continued through 
his life. This friend was John D. Rock- 
efeiler, Jr. Mr. Ballard’s first insurance 
position was with the old Bowery In- 
surance Co. Next he went with the 
London Assurance for which company 
he was a special agent. Later, he joined 
the Continental, eventually becoming the 
r¢ht hand man of Henry Evans and 
chief financial officer of the Continental. 

He decided to start an insurance com- 
pany of his own and to call it the Mer- 
chants Fire Assurance Corporation of 
New York. It was organized in Febru- 
ary, 1910. Right from the beginning he 
endeavored to maintain a consistent pol- 
icy, both as to the amount and the qual- 
ity of its writings; also as to restricting 
the payments of dividends to a proper 
proportion of its income. Always before 
the officers, staff and agents was one 
voal: to make the company’s business 
profitable. It did not take long to 
echieve the goal and to keep going in 
that direction. 

Started with authorized capital of 
$200,000 the assets of the Merchants at 
the close of 1936 amounted to over $18,- 
(00,000, with a policyholders’ surplus of 


more than $13,500,000. The board of 
directors includes such widely known 
personalities as John D. Rockefeller, 


Finley J. Shepard, Frederick A. Goetze, 
Adam K. Luke, Bertram Cutler and 
William R. Conklin. 

Mr. Ballard was chairman also of the 
executive committees of the Washington 
Assurance and of the Merchants Indem- 
nity, affiliates of the Merchants Fire. 


He was a director of the West Virginia . 


Pulp & Paper Co., Dunbar National 
Bank, Dunbar Safe Deposit Co., Maltine 
Co. of Brooklyn and the City Housing 
Corp. His clubs included the Union and 
Downtown and he was a member of the 
Mayflower, Colonial Wars, Sons of the 
American Revolution and St. Nicholas 
Societies. 

For many years Mr. Ballard was a 
prominent figure in the Riverside Church, 
now at Riverside Drive and One Hun- 
dred and Twenty-second Street, the chief 
lay member of which is John D. Rock- 
efeller, Jr. For a quarter of a century 


Founder of the 


or so Mr. Ballard was chairman of the 
board of directors of the church. 
Made Gift of 2,000 Shares of Co.’s Stock 

When the Merchants Fire celebrated 
its twenty-fifth anniversary in February, 
1935, Mr. Ballard presented 2,000 shares 
of stock in the company from his own 
personal holdings to his fellow officers 
and some members of the staff who had 
been with the company for many years. 
This was a gesture of an unusual per- 
sonality in appreciation of loyalty, pleas- 
ant relationships and teamwork which 
resulted in successful achievement for 
the company. At this anniversary din- 
ner Mr. Rockefeller described Mr. Bal- 
lard as a leader of character, ability and 
power who knew how to gather men of 
talent, loyalty and efficiency about him. 

In a booklet about the Merchants Fire, 
distributed at the dinner, Mr. Ballard 
wrote a foreword in which he made il- 
luminating statements relative to the 
financial position of insurance companies 
and how that financial position should be 
interpreted. His comments, which at- 
tracted wide attention, follow: 

Views on Fire Companies 

“A group of people deciding to organ- 
ize a fire insurance company first pay 
into any bank they select the minimum 
capital required by law, which is $200,000 
(or if they wish to do marine business 
also, $400,000), and in addition to this, 
as surplus, an amount equal to 50% of 
the capital. The formalities of filing the 
charter and having the Insurance De- 
partment verify the payment of the cap- 
ital funds require but little time and the 
company is then ready to commence 
operations. 

“Tt is an easy thing to get business, 
or, in other words, take in premiums; 
but the real problem is to secure fire 
insurance business of the classes that 
promise a profit, and, more important, to 
so manage the company as to keep its 
surplus earnings above its outgo and 
increasing liabilities; especially the un- 
earned premium fund, which, according 
to law, must be set up for every policy 
written. Few people appreciate the 
strain on the management of a new com- 
pany for the first few years while the re- 
serve is being established, the agents 
selected, and the classes of business writ- 
ten by those agents watched. Particular 
care is required in the acceptance of 
term business (policies written for 
periods longer than one year) both as 
to quality and amount, for the greater 
acquisition cost, coupled with the neces- 
sity of setting up the larger reserve re- 
quired, means a heavier drain on surplus 
than the writing of one year policies 
entails. 

“Written” Contrasted With “Earned” 

Premiums 

“Few laymen understand the differ- 
ence between the terms ‘written pre- 
miums’ and ‘earned premiums.’ Briefly 
stated, a one year policy written October 
1, 1934, having a written premium of 
$100, will have earned on December 31, 
three months later, only $25 ‘earned pre- 
mium.’ The remaining $75 must be set 
up as ‘unearned premium’ reserve in the 
company’s liabilities in the year end 
statement. A five year policy, written 
on the same date, will have earned on 
December 31, 1934, only 1/20th of $100, 
or $5. The remaining $95 goes into the 
unearned premium reserve; but the ex- 
penses on the entire $100 ‘written pre- 
mium’ would, in each case, have been 
charged as an expense for 1934. The 
failure of many fire insurance companies 
can be traced to their inability to dis- 
tinguish between ‘written premiums,’ a 
large portion of which have to be re- 
served, and ‘earned premiums,’ which 
have become the company’s property. A 
written premium loss ratio of 35% can 
very easily be a 70% loss ratio to earned 
premiums in the earlier stages of a com- 
pany’s growth. 

“Assuming a company, however, to 


have become established, to have secured 
the proper type of business, and to have 
weathered the problem of paying its ex- 
penses and creating all legal reserves, it 
then becomes time to decide on the 
amount available for the payment of div- 
idends, and this comes through two 
sources: 

“First: The difference between the 
outgo for operating expenses and in- 
curred losses, and the income from 
earned premiums. This result is usu- 
ally called the ‘net underwriting profit.’ 

“Second: The interest and dividends 
coming from the invested funds, which 
would be largely made up of the orig- 
inal capital, surplus paid in or earned, 
and the unearned premium fund. 

Dividends 

“Under normal conditions a properly 
managed company would not pay cash 
dividend in excess of its interest income, 
preferably not over 80% of its interest 
income. The stress of the last few years 
has resulted in some deviations from this 
rule but if normal times return, it may 
be hoped that this rule will again be 
followed. The balance of the interest 
income, all of the underwriting profit, 
and whatever appreciation there may be 
in security values, are then added to 
surplus and from this, from time to time, 
stock dividends are properly payable. 
There have been companies whose man- 
agements believed that actual. underwrit- 
ing profit was of secondary importance 
and which have depended for their gains 
upon interest and dividend income, and 
the investment and reinvestment of their 
funds, sometimes referred to as ‘stock 
market operations.’ Such a course can- 
not be criticised as altogether speculative 
since the interest income on reserves is 
a very real feature. However, companies 
following this policy have rarely been 
successful, particularly in the last few 
years. It is pretty generally true, here 
as elsewhere, that profits made in Wall 
Street are merely ‘loaned’ to you.” 


Pearl Adds $1,500,000 to 
Assets of U. S. Branch 


Directors of the Pearl Assurance of 
London have transferred $1,500,000 to the 
United States branch to supplement the 
already large assets and surplus to pol- 
icyholders. This sum was received by the 
Bankers Trust Co. of New York, United 
States trustees of the company. As of 
June 30, 1937, the United States branch 
reported admitted assets of $15,638,445 
and surplus to policyholders of $4,073.033. 
The unearned premium reserve was 
$9,210,802 and United States Manager 
Charles S. Conklin stated recently that 
this reserve will be in excess of $10,000,- 
000 in the December 31 statement, when 
issued. Because the United States branch 
effects its reinsurance largely through 
the home office in London the steady 
growth in American business causes a 
rapid increase in unearned premium re- 
serve. The addition of $1,500,000 to the 
American assets is expected to give the 
company a larger surplus than it showed 
on June 30 


TRANSFER HALE TO PHILA. 


Robert A. Hale, an underwriter in the 
New York City office of the Atlantic 
marine department of the Fireman’s 
Fund, has been assigned to the marine 
department of the Philadelphia service 
office. He will assist in the territory 
serviced by the marine department of 
the Philadelphia office which includes 
eastern Pennsylvania, Delaware, Mary- 
land, Virginia, southern New Jersey and 
the District of Columbia. 


FRANK H. STEPHENS DEAD 

Frank H. Stephens, assistant super- 
intendent loss department Hartford Fire 
at Chicago, is dead. He was 73 years 
old. His widow and two sons survive 
him. 


FIREMAN’S FUND DIVIDEND 

Directors of the Fireman’s Fund have 
declared the regular quarterly dividend 
of $1 a share, payable January 15 to 
stockholders of record January 5. 
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HE Royal-Liverpool Groups insure the 





buildings in connection with a large 
mining company in South America — over 


11,000 feet above sea level. 


Here, surrounded by mountains that are 
snow-capped practically all the year ’round, 
is a mining settlement well protected by 
most modern fire appliances—over two miles 
above sea level! 

This is No.5 of the series,“ ’Round the World with 


the Royal-Liverpool Groups.” No. 6 takes the Groups 
to a spot in Palestine 683 feet below sea level. 


Aerial F.xplorctions Photo 


ROYAL’ LIVERPOOL GROUPS 


ONE HUNDRED FIFTY WILLIAM STREET, NEW YORK, N.Y. 


AMERICAN & FOREIGN INSURANCE COMPANY . BRITISH & FOREIGN MARINE INSURANCE COMPANY, LTD. e CAPITAL FIRE INSURANCE COMPANY OF CALIFORNIA 
THE LIVERPOOL & LONDON & GLOBE INSURANCE CO, LTD. ®* THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. e¢ QUEEN INSURANCE COMPANY OF AMERICA 
THE NEWARK FIRE INSURANCE COMPANY oo FEDERAL UNION INSURANCE COMPANY ° ROYAL INSURANCE COMPANY, LTD. ° STAR INSURANCE COMPANY OF AMERICA 
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N. E. EXCHANGE MEETING 





Annual Gathering Tomorrow in Boston; 
Robert Cairns Nominated For Pres- 


ident; Other Officers 


The annual meeting of the New Eng- 
land Insur ance Exchange will be held 
tomorrow morning in Boston when an- 
nuz al reports of the Exchange officers will 
be given and officers elected for 1938. 
Sonne L. Sandison, special agent, Royal, 
at Boston, will have the meeting in 
charge as president. The nominating 
committee will bring in the following 
slate for election: 

President, Robert Cairns, special agent, 
Providence Washington; vice-president, 
Carl A. P. Johnson, Travelers Fire; ex- 
ecutive committee (new members), Spe- 
cial Agents Charles S. Cox, North Brit- 
ish & Mercantile; Dana G. Carr, Home, 
and H. Hayes Landon, Agricultural. 

The annual dinner will be held this 
evening at the University Club, Boston, 
with some 150 Exchange members in at- 
tendance from all parts of New England. 





AGENTS TO HOLD ELECTION 


An election of officers will be held by 
the Association of Local Agents of the 
City of New York, Inc., January 11 when 
the following ticket will be voted on: 

For president, A. J. Smith; for vice- 
president, Willard S. Brown; for secre- 
tary and treasurer, E. Stanley Jarvis. 
For executive committee: Sydney T. 


Perrin, Elmer J. Hopper, Clarence Mc- 
Daniel, Charles A. Fowler and George 
F. Kern. For membership committee: 


Clarence H, Fuss, L 
John B. Theurer and 
For public relations 
Hoey, John A. 
Thomas J. 


Robert F. Wright, 
H. Charles Geel, 
Douglas R. Holmes. 
committee: James J. 
Lynch, Edwin W. Sohmer, 
Hogan and D. J. McAuliffe. 





KLEIN BUYS TEBBY AGENCY 


Herman A. Klein, who established an 
inland marine, fire and automobile agen- 
cy in Brooklyn early in 19%, has now 
entered the Manhattan fire agency field 
by purchasing the agency of P. T. Tebby, 
Inc., 123 William Street. The Tebby 
agency, which will be continued under 
the name of H. A. Klein Agency, Inc., 
is New York metropolitan agent for the 
Anchor and metropolitan and suburban 
agent for the Virginia Fire & Marine. 
Mr. Klein is president of the agency and 
Mr. Tebby vice-president in charge of 
fire underwriting. Mr. Tebby resigned 
from the metropolitan office of the Com- 
mercial Union in 1930 to open his own 
agency. The Brooklyn agency of Mr. 
Klein represents the Standard of Hart- 
ford, Equitable F. & M. and Anchor for 
inland marine, Pearl for automobile and 
Eureka-Security for Brooklyn fire. 





BERGEN CO. PLAN PROGRESS 


In Bergen County, N. J., more than 300 


so-called non- -conforming agents have 
becn put out of business or become 
brokers, according to a report made re- 
cently by Alan V. Livingston, Engle- 
wood, chairman of the clean-up commit- 


tee of the 3ergen County Association of 


Insurance Agents which has been work- 
ing on the Bergen County plan for more 
than a year. It is expected that more 


agents, who are part-timers and not con- 
sidered qualified to write fire and cas- 
ualty insurance properly, will have their 
licenses canceled by companies. 


ers and 
vents 


News 


OPENS INLAND MARINE DEP’T 

















Manhattan Fire & Marine Expands Fa- 
cilities With Kenneth J. Bidwell 
Manager of New Department 


The Manhattan Fire & Marine has in- 
augurated, effective January 1, a modern 
inland marine department “geared to 
every need of the American Agency Sys- 
tem,” it was announced this week by 
Everett W. Nourse, president. 

“Tt is somehow fitting that we should 
expand our field of service at the be- 
ginning of a New Year, regardless of 
talk of ‘recessions’,”” Mr. Nourse said. 
“The fact that a progressive company 
can open up new avenues of service at 
a time W hen new avenues of service are 
needed, without having to wait for fair- 
weather winds, is a fine tribute to the 
sound principles of our business.” 

The manager of the new department 
is Kenneth J. Bidwell, formerly inland 
marine underwriter and field consultant 
for Eric E. Ellis, United States repre- 
sentative for the Reliance Marine and 
other companies. Prior to that connec- 
tion Mr. Bidwell was with the Reliance 
Marine in its Liverpool, England, office. 





A. P. COONS ANNIVERSARY 


Albert P. Coons, president of the In- 
land Brokerage Corp., 51 Maiden Lane, 
New York City, is celebrating his twen- 
ty-fifth anniversary in insurance. Start- 
ing with Henry W. Brown & Co., he 
served later with Gilmour, Rothery & 
Co. and Alberti & Carlton before incor- 
porating the Inland Brokerage Corp. in 
1921. 





E. J. COHEN JOINS FATHER 


Hiram Cohen and his son, Edward J. 
Cohen, have formed the general brok- 
erage office of Hiram Cohen & Son, 110 
West 40th Street, New York City. Hiram 
Cohen has been operating as a broker 
about seventeen years. His son started 
in the business ten years ago and for the 
last year has been operating his own 
brokerage office at 50 Court Street, 
Brooklyn. 


LAMON ELECTED PRESIDENT 


Walter D. Lamon, Palmyra, N. J., has 
been elected president of the Burlington 
County Association of Insurance Agents, 
Other officers elected are William B. 
Abalsom, Mount Holly, vice-president; 
Arthur Cutter, Maple Shade, secretary 
and treasurer. The association is ar- 
ranging a testimonial dinner to H. F. 
Stockwell, Jr.. who helped organize the 
association and was first president. 





BROKERAGE CO. OFFICERS 


Charles B. Blonder, president and 
treasurer of C. B. Blonder & Co., Inc., 
insurance brokers, 123 William Street, 
has admitted into the firm Harry N. 
Morris, who has been elected vice-presi- 
dent, and Arnold B. Case, now secretary. 
Mr. Morris joined Mr. Blonder two 
vears ago and Mr. Case has been with 
the office for a year. 





BROKERS’ MEETING JAN. 12 


The next regular meeting of the Gen- 
eral Brokers Association will be held at 
its headquarters, 60 John Street, N. Y., 
January 12. E. Weston Roberts of the 
Insurance Advocate, will be the installing 
officer. This is an open meeting. 
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New Jersey Insurance 


’ 
Women to Form Ass’n 
Steps toward organizing an association 
of women agents and office secretaries 
and managers in New Jerscy are being 
taken. Sponsoring the movement are 
Mrs. Cristine B. Nolan of North Bergen, 
past president of the Underwriters As- 
sociation of Hudson County, and Miss 
Marion A. Cramer of Walter A. Schaefer 
& Co., Newark. Numerous other women 
throughout the state are much interested 
in this proposition. Direct formation of 
the women’s organization is expected to 
follow the meeting of the Essex County 
Board of Underwriters in February. 
Women who desire to form their own 
group will be invited to meet at the same 
time the Essex County Board does and 
discuss plans. Their organization will be 
formed for educational, social and in- 
surance contacts and will function in co- 
operation with the New Jersey Associa- 
tion of Underwriters, being state-wide 
in its membership. Women agents now 
members of the state association will 
retain their membership in that body, 
but the new women’s organization will 
number among its members many women 
not now eligible for membership in the 
agents’ organization. 





Hoover Loss 


(Continued from Page 18) 


amounts to $5,500,000 or more with the 
American Marine Insurance Syndicate 
having a top line of $2,500,000. There 
is also some other direct coverage in the 
American market and likewise some re- 
insurance. The balance of the coverage 
was placed abroad. Most of the cargo 
destined for the Orient was insured in 
this country, the amount being estimated 
in excess of $1,000,000. Altogether Amer- 
ican companies and United States 
branches of foreign insurers stand to 
lose between $3,000,000 and $4,000,000 
net. the largest marine loss American 
underwriters have suffered in many 
years. It is not expected that salvage 
operations will bring more than a 20% 
return if that much. 





Code Hearing 
(Continued from Page 18) 


come in Rochester amounts to $1.500.- 
000,” he said, “and 5% of that is $75.000. 
I cannot understand why Superintendent 
Pink thinks the commission is the only 
item that affects the rate. If he were 
arguing for a maximum expense ratio, 
or that company officials receive ex- 
cessive salaries, I could go along with 
him on that; but if that were involved 
this room would be filled with company 
officials protesting. The big companies 
are all in favor of commission regula- 
tion; they want you to pull their chest- 
nuts out of the fire. We are fussing 
about commissions because there is a 
$75.000 increase in cost in Rochester. 
“A 12% increase in expense ratio, 
continued Mr. Kiernan, “on the basis of 
$750.000,000 in premium income amounts 
to $90,000,000. Why should we be so 
exercised about the $75,000 item and ig- 


SPRINGFIEL 


W. E. Craig, Mgr. 


NDERWRITERS ROYAL 
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nore the $90,000,000 increase?” After 
narrating the history of insurance de- 
velopment in the country since the Mer- 
rit report, and the formation by the 
companies of the Eastern Underwriters 
Association, Mr. Kiernan declared that 
the enactment of the new provision 
would preclude a new company from 
entering the field in New York State; 
would lead to the increase in powers of 
the fleet companies through the absorp- 
tion by one fleet of another. 

“We now have,” he added, “sixty fleets 
that control 250 companies, but if you 
pass this legislation you will have about 
ten groups that will control all the com- 
panies.” He declared that with $90,000,- 
000 increase in expenses there has been 
no increase in commissions to agents.” 

Mr. Kiernan sketched the cost to 
agents of servicing risks, in getting the 
insured to install sprinkler systems which 
decreased premium costs, and at the 
same time decreased incomes of agents. 
He declared the biggest fire losses today 
are churches and that there are no fire- 
proof churches. 


Van Wie Sees Less Volume 


J. A. Van Wie, representing the Troy 
Underwriters Association, said he thought 
the public is getting to a point where it 
is somewhat skeptical about the law- 
makers. “There has been a general in- 
crease in agency expense,” he said, “but 
not in the volume of premiums received. 
Stocks in stores and manufacturing 
plants are not nearly so large as before 
the depression.” He did not see any rea- 
son why there should be reduction in 
commissions. Taxes have increased, he 
declared. 

Philip W. Fenster, president, Albany 
Board of Underwriters, declared that it 
cost the agents 10% of the 20% they re- 
ceive for office expenses. On the pro- 
posal to require life agents to take a 
written examination, he wanted the agent 
to serve an apprenticeship of two months 
with an agent prior to taking an exam- 
ination to determine if he is fitted to en- 
gage in the business. 


Status of Brokers 


To the proposal to make the broker 
the agent of the company, in so far as 
responsibility for the collection of the 
premium is concerned and its payment 
to the company, where the broker makes 
delivery of the policy, Mr. Kiernan ob- 
jected. He suggested if this provision is 
to be included in the new code that it be 
made applicable only to Greater New 
York, as he said that up-state less than 
5% of the business outside of Buffalo is 
handled by brokers. 





BREEN JOINS TUTTLE AGENCY 


The David K. Tuttle agency, well- 
known inland marine office of Brooklyn, 
is expanding its facilities. On January 
1 John T. Breen, formerly with the 
Aetna Casualty & Surety as a multiple- 
line special agent, joined the agency’s 
staff. Mr. Breen, recently resigned from 
the Aetna companies, has been connect- 
ed with the insurance business for ove 
thirteen years, having also had experi- 
ence in Boston, Philadelphia and New 
York City with the Liberty Mutual. Be- 
sides a thorough grounding in casualty 
lines, he has done particularly effective 
work in developing accident and health 
business in the Brooklyn territory. 





















THE EASTERN 
ee tre | <C— 0r Page 27 


pemmecoe— UNDERWRITER 2 























ae lO N 


After 
ce de- 
4 Mer- 
yy the 
writers 
d that 
ovision 
- from 
State ; 
vers of 
\bsorp- 














ng the 
; which 
it the 
agents. 
. today 
o fire- 


THE DEMAND FOR PROTECTION of business, home and family is 


fundamental to American life, government and law. 


THE TEMPO OF OUR LIVING, the speed of transportation, our 
complex machinery, the ravages of natural forces, the carelessness 
of mankind and the multiplying crimes of evil-doers are increasing 

a threats to security. 
ived. 


‘turing STOCK COMPANY INSURANCE continues to answer the Nation's 
before demand for sound protection through the experienced services of 
Bag intelligent and trustworthy Local Agents. 


ion in 
LOYALTY GROUP INSURANCE POLICIES are designed to provide 


ed, he 
security for every business, home and family. 


FIRE - CASUALTY 
MARINE - SURETY 


GROUP 


Firemen’s 1 Company of Newark, New Jersey 
The Girard Fire G Marine Insurance Co. Milwaukee Mechanics’ Insurance Company 
The Mechanics Insurance Co. of Phila. National-Ben Franklin Fire Insurance Co. 
Superior Fire Insurance Company The Concordia Fire Ins. Co. of Milwaukee 
The Metropolitan Cas. Ins. Co. of N. Y Commercial Casualty Insurance Company 
ae See WESTERN DEPARTMENT HOME OFFICE PACIFIC DEPARTMENT 
844 Rush St., Chicago, Illinois 220 Bush St., San Francisco, Cal. 


t it be CANADIAN DEPARTMENT EASTERN DEPARTMENT SOUTH-WESTERN DEPT. 
- New 461 Bay St., Toronto, Canada 10 Park Pl., Newark, New Jersey 912 Commerce St., Dallas, Texas 


hig AVERAGE AGE LOYALTY GROUP COMPANIES - OVER - 69 YEARS 





> Troy 
hought 
here it 
> law- 
ral in- 
1, “but 















Albany 

that it 

ley re- 
e pro- 
take a 
- agent 
nonths 
exam- 
to en- 











broker 
far as 
of the j 
yment 
makes 
































NCY 


well- 

oklyn, 
unuary 
hs the 
iltiple- 
ency’s 
1 from 
nnect- 
r ovel 
xperi 
| New 
l. Be- 
isualty 
fective 
health 
y. 









































MLCHSCS SAHMLOICG VY CUI PaAllivco, 


Mie. 44tio 45 GALL UPULE SUC CIEE. 

















= Te SE 
fessor i 5 e— =! unperwrrrer Se= itt 


MARELIOEM AVOUL EHO O/I,UUY ILC ald ig- 


















DUSINess In the Hrookiyn territory. 





January 7, 1938 




















TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








Two days before Christmas I had the 
pleasure of receiving from my friend, 
E. H. White of the New York Casualty, 
the following beautifully written letter, 
which was prompted by the item on my 
tree appearing in this column a few 
weeks ago. Writes Mr. White: 

“My dear Ed:— 


“I have just finished reading your short 
article about the tree in your grounds 
and it not only provides me with an 
excellent excuse to respond to the senti- 
ments you express, but also to send my 
Christmas greetings to you and yours 
and to wish all much happiness in the 
coming year. 

“Even though I have always been a 

great lover of nature it never occurred 
to me just what a tree meant in the 
Divine scheme of things until, in the 
course of my field work, IT went through 
that part of New York State and the 
adjoining section of Pennsylvania lying 
South and Southwest of Salamanca and 
saw the ruthless waste of the forests. 
Great beautiful tree trunks were rotting, 
having been stripped of their bark; noth- 


ing had been done, or perhaps even 
thought of, to replace them. 

“The finishing blow to my senses was 
dealt when I later on passed through 
the great timber region of Washington 
and British Columbia and one day saw a 
beautiful tree that had probably taken 
200 years to reach its beauty come crash- 
ing to the ground. Do not think me 
over sentimental or unmindful of the 
fact that God in His wisdom provided 
these things for man’s use but that sight 
gave me a sickening feeling which comes 
back every time I think of it. In all my 
reading I never knew of any one who 
put this feeling into words except Mazo 
de la Roche in her book, ‘White Oaks 
of Jalna.’ It is, perhaps, natural that I 
should be in complete harmony with 
Joyce Kilmer who wrote ‘Only God can 
make a tree.’ 

“So you see, Ed, I am in perfect ac- 
cord with you in your feeling about your 
tree. May its shade protect you and 
yours not only from the rays of the sun 
but any other harmful rays that may try 
to reach you. Maybe you will not object 
to a little snow on it Christmas morn- 
ing.” 


KENTUCKY FIELD CHANGES 





E. M. Ramsay State Agent For Niagara 
and Maryland; Vernor Kline Re- 
tires; Specials Transferred 

A program looking to better servicing 
of the Kentucky field this year has been 
worked out by the America Fore group 
and as arranged should reduce traveling 
through better arrangement of the force 
and field. H. W. Larue, assistant secre- 
tary for the group, was in Louisville 
a couple of weeks ago, in connection 
with working out the new plans. 

E. M. Ramsay, who for some years 
was farm state agent in Kentucky and 
Tennessee for the group, becomes state 
agent for the Niagara and Maryland, 
succeeding Vernor Kline, who retires on 
a pension after more than thirty- -Six 
years in service of the Niagara. 

The post of farm state agent is abol- 
ished in Kentucky and Tennessee and 
three special agents in each state will 
report direct to Chicago and be on their 
own instead of supervised. Such special 
agents are located in Lebanon, Bowling 
Green and Benton in Kentucky, and at 
Jackson, Nashville and Knoxville in Ten- 
nessee. 

R. S. Porter, special agent on survey 
work for the group at Georgetown, is 
being moved over to Lexington, Ky., 
where he will handle survey as well as 
recording work for the group as special 
agent. Smith Holland, special agent, at- 
tached to the Louisville office, will be 
transferred to Bowling Green, Ky., where 
he will handle survey as well as record- 
ing for the entire group as special agent. 

Kenton and Campbell Counties of 
northern Kentucky, opposite Cincinnati, 
and embracing the towns of Newport, 
Covington, Dayton, ete. will be relin- 
quished by the Kentucky field and turned 





EAGLE STAR CHANGES 


Charles E. Mettel Resigns as State 
Agent in lowa and Nebraska; R. 
M. Byrne Succeeds Him 


The Eagle Star announces with regret 
the resignation of Charles E. Mettel of 
Omaha, Neb., as state agent for Iowa 
and Nebraska. He has become associated 


with the Mettel Realty & Investment Co. 
of Dubuque, Iowa, which is conducted 
by his father and uncle. United States 
Manager H. G. Casper of the Eagle 
Star pays the following tribute to Mr. 
Mettel: 

“In the short time Mr. Mettel has rep- 
resented us in his present field he has 
met with signal success and we regret 
that his services are to be discontinued, 
but he has elected to take up the new 
work in the local agency end of our 
business.” 

To succeed Mr. Mettel the campany 
has appointed, effective January 15, Rob- 
ert M. Byrne of Detroit, now associated 
with the Michigan Inspection Bureau. 
He is a native of Illinois, was educated 
at Campion College, Prairie du Chien, 
Wis., received his early insurance ex- 
perience with Johnson & Higgins, well 
known insurance brokers, and for the 
past nine years has been located in De- 
troit with the Michigan Inspection Bu- 
reau. His work there has been in the 
rating and improvement of both sprin- 
klered and unsprinklered risks and his 
training in that respect will be of val- 
uable assistance in developing the field 
which will be under his supervision. He 
will make his headquarters in the com- 
pany’s office at 1026 Redick Tower, 
Omaha. 








ADJUSTERS INCORPORATE 

Koehler & Koehler, Inc., Brightwaters, 
N. Y., has been chartered at Albany 
with $50,000 capital to engage in the 


business of insurance adjusters. Frank 
F. Koehler, Jr.. Brightwaters; Albert 
Van Winkle, Brightwaters; Charles H. 


Banghart, 246 Bronxville Road, Bronx- 
ville, are directors and subscribers; Al- 


bert Van Winkle, 76 William Street, 
New York City, is attorney for the cor- 
poration. 


Bennett Goes on Eagle Star Board; 
Brian Mountain General Manager 


Year-end appointments announced by 
the London home office of the Eagle 
Star Insurance Co. include that of Syd- 
ney A. Bennett, F.C.LI., to the board 
and that of Brian E. S. Mountain, son 
of Sir Edward Mountain, as_ general 
manager. 

Mr. Bennett has been general manager 
of the company since 1921, and previous- 
lv he was assistant general manager and 
fire manager. Mr. Bennett has _ had 
nearly fifty years’ insurance experience 
and is well known in the profession. 
Brian Mountain, his successor as gen- 
eral manager, was appointed joint gen- 
eral manager at the beginning of 1937. 

John Spencer, F.I.A., whose retirement 
as secretary of the company was an- 
nounced two years ago, has also been 
clected a member of the board. 

There are few men in any industry 
who have such a world-wide acquaint- 
ance and so many sincere friends in 
every walk of life as Mr. Bennett. As 
most insurance people know, he is a 
Bristolian, and he does not lack for honor 
in his own city. In spite of his many 
years in London he is as well known in 
Bristol as if he had never left that city. 


Mr. Bennett’s Career 


Tt has been said of Sir Edward Moun- 
tain that he has a genius for selecting 
as his business associates men who are 
remarkable both for their own abilities 
and for their power of working together 
as an harmonious and loyal team. Even 
if no other testimony existed his selec- 
tion of Sydnev Bennett as general man- 
ager of the Eagle Star would bear out 
this belief. Mr. Bennett joined the Eagle 
Star at the beginning of 1915 and at 
that time it was said that Sir Edward 
had bought the North Western Insur- 
ance Co., of which Mr. Bennett was then 
general manager, in order to secure his 
services, 

He has been an important factor in 


piloting the Eagle Star to the high place 
it now occupies. To single out only one 
of many of his activities one might point 
to the system of local boards of direc- 
tors which he has built up for his com- 
pany. 

Mr. Bennett is a many-sided individ- 
ual. He well illustrates the saying that 

“reading maketh a full man,” and cer- 
tainly few people whose daily responsi- 
bilities are so heavy have been able to 
find time for the keeping up of general 
literature and wide-spread knowledge 
which is the fact in his case. 

The hospitality of the Bennetts’ home 

at Buckhurst Hill is proverbial, as in- 
surance men from almost every country 
in the world have reason to know. Mr. 
Bennett would be the first to give credit 
to his gracious wife for the remarkable 
atmosphere of this splendid home. 
_ It must not be inferred that in resign- 
ing as general manager Mr. Bennett is 
giving up his activities at the Eagle Star. 
Although he feels that at his time of 
life he should pass on his major respon- 
sibilities to Brian E Mountain, who 
succeeds him and who has been closely 
associated with him for many years, he 
will continue as before at No. 1 Thread- 
needle Street. 


Brian Mountain 


Brian E. S. Mountain is the only son 
of Sir Edward Mountain, Educated at 
Charterhouse and Sandhurst, he went 
from school into the 9th Lancers, in 
which he served during the war. Some- 
time ago he joined the Eagle Star and 
served a thorough apprenticeship, becom- 
ing a director in 1926 and assistant gen- 
eral manager in 1933. He was recently 
made joint gencral manager, and repre- 
sents Eagle Star interests on the boards 
of many subsidiary companies and others 
in which his company has interests. He 
frequently visits the United States and 
Canada on company business and has a 
host of friends here. 
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over to Bill Arris, Cincinnati 
agent for the group. 

Offices now located on the eleventh 
floor of the Starks Building in Louisville 
will, around February 1, be moved to 
new quarters on the tenth floor of the 
same building. 


special 





SAINT TO LEAVE OKLAHOMA 
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Become Secretary- Manager of 
Tennessee Association of In- 
surance Agents 


John D. Saint has tendered to the ex- 
ecutive committee his resignation as sec- 
retary manager of the Oklahoma Asso- 
ciation of Insurors. He has accepted a 
similar connection with the Tennessee 
association and as soon as his release 
can be effected from his present position, 
he and his family plan to remove to 
Nashville, Tenn., where he will immedi- 
ately assume his new duties. His resig- 
nation has not yet been officially ac- 
cepted by the Oklahoma executive com- 
mittee, nor has his successor been se- 
lected. Mr. Saint has practically com- 
pleted his second year with the Okla- 
homa association, and has carried it 
through a period of strenuous effort to 
establish higher standards of operation. 
He was formerly executive secretary of 
the North Carolina association and be- 
fore that was with the Louisiana agents’ 
organization, 





R. A. Corroon and Awtry 
Elected to Rossia Board 


Two new members have been elected 
to the board of directors of Rossia of 
America. They are John H. Awtry. 
vice-president and general manager of 
the First Reinsurance, and Richard A. 
Corrooh, president and director of the 
Corroon & Revnolds companies. George 
E. Jones and William H. Ford have re- 
signed as directors of the Rossia. 


N. S. GOODWIN MANAGES AGENCY 

Norman S. Goodwin has been appoint- 
ed manager of the Rumford Falls Insur- 
ance Agency of Rumford, Me. He will 
have active charge of the agency, which 
was formerly managed by C. Waldo 
Lovejoy, 7 7 Commissioner 
of Maine. Goodwin is a son of 
Stuart W. Gove a local agent of 
Norway, Me., and has had several years 
of insurance experience in Boston. He 
spent two vears in the underwriting de- 
partment of the Fireman’s Fund and in 
1933 went with the city mortgage de- 
partment of the John Hancock Mutual 
Life. For the past year he has been 
head of the insurance department of 
William C. Codman & Son, Boston in- 
surance and real estate agency. 


CHANGES IN LAW FIRM 

Changes in the New York law firm 
of Morgan & Lockwood have been an- 
nounced as follows: A new firm for 
general practice of law will be formed 
through partnership of Mark W. Maclay 
and C. Dickerman Williams, with an 
office at 55 Liberty Street. A_ third 
partner, Prof. Louis J. Wolff, will prac- 
tice independently and continue as a 
professor at New York Law School. The 
following will continue as partners in 
Morgan & Lockwood: William A. Lock- 
wood, Richmond L. Brown, Alfred J. 
L’Heureux and Francis A. Truslow. John 
Hill Morgan will continue as counsel 
to the firm. 
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THIS ADVERT (S22 Mam.) 


from the DECEMBER 6th issue of 
TIME, the weekly newsmagazine, is 


reprinted by permission. * * 
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Advance in 1937 New Building 
Reported Smallest in Four Years 


Starting in 1928, the contraction in an- 
nual building permit values grew tighter 
each year until 1933, when the total was 
90.8% smaller than that for 1927. While 
the slow advance in 1934 was quickened 
in 1935, it was not until 1936 that an ex- 
pansion in building work started, follow- 
ing its precipitous five-year slide. The 
1936 volume was triple that of 1933, dou- 
ble that of 1934, and 64.3% larger than 
the 1935 aggregate. For the first quarter 
of 1937, the fourth year of the uptrend, 
the rise was extended by 49.2% from the 
1936 period. 

In April a downtrend started, which by 
June had carried the compilation under 


the previous year’s comparative for the 
first time in two and one- -half years. 
This cut the 1937 six-month gain over 
1936 to 26.4%. By the end of November, 
the increase in building permit values 
over the 1936 eleven months had been 
reduced to 12.8%. The number of dwell- 
ing units nenstracted during the first ten 
months of 1937 was reported by the De- 
partment of Labor as only 8% more than 
in the 1936 period, as against 40% in the 
six-month comparison. : 

Vacancy decreases, in the meantime. 
spread from around 8% of the total num- 
ber of dwelling units at the end of 1932, 
vacancies in many large cities were cut 
to as low as 3 and 1% this year. The 
residential rent index dropped in No- 
vember, after an unbroken monthly rise 
since January, 1934. At mid-December, 
prices of building materials were down 
about 4% from the year’s high in May. 
These were some of the major develop- 
ments revealed by a survey of the build- 
ing industry, which has just been com- 
pleted by Dun & Bradstreet, Inc. 


Permits at Six-Year High 


Factory building, which revived halt- 
ingly in 1933, had progressed sufficiently 
in 1936 to reach 42% of the 1926 aver- 
age, as computed by the F. W. Dodge 
Corporation. While this percentage would 
have been lifted by the innumerable 
plans approved for 1937, it was found 
that new forms of taxation would leave 
surplus inadequate to permit expansion 
programs, New home building has been 
postponed, in order to receive the bene- 
fit of easier financing methods proposed 
by the Government. As a result, No- 
vember building permit values sank to 
a twenty-one month low. 

At $69,567,549, the November total of 
building permit values, for the 215 cities 
reporting regularly to Dun & Bradstreet, 
Inc., was 7.9% below last year’s at $75,- 
506,623. It was the fifth month in 1937 
to drop from the corresponding one in 
1936. The sole pause in the comparative 
difference, which started in June, was 
in August, when the year-to-year gain 
was trifling. The 1937 high was in 
March, $121,069,160 setting a six-year 
monthly peak by passing all preceding 
figures back to May, 1931, at $123,- 
632,095. 

Gains during the first five months, 
however, maintained the 1937 eleven- 
month volume of building permit values 
above that of 1936. Amounting to 
$1,011,860,620, a six-year high, it was the 
first time since 1931 that the $1,000,000,- 
000-mark had been reached for this pe- 
riod. The spread over the 1936 eleven- 
month total of $869,939,552 was only 
12.8%, contrasting with a rise of 68.1% 
in 1936 from the 1935 eleven-month 
showing. 


Home Building Curtailed 


Residential building generally contrib- 
utes from 25 to 30% of each year’s con- 
struction volume. Since 1929 this re- 
lationship has been disturbed. Estimates 
by the Department of Commerce placed 
the number of family units built during 
the period from 1920 to 1929 at approx- 


imately 700,000 annually in urban and 
non-farm areas. The number of units 
on which construction was started dur- 
ing 1933 and 1934 declined to about 60,- 
000 annually, being 64,000 for 1933 and 
59,000 for 1934. In 1935 the number of 
units jumped to 139,000, an increase of 
133.9% 

While the 1936 total of 275000 units 
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was 920% more than in 1935, and the 
largest number since the 303,000 in 1930, 
expenditure for the new construction, 
alterations, repairs, and maintenance was 
only $1,300,000,000, as against the annual 
ten-year average, 1920 to 1929, of $3,600,- 
000,000. During the first half of 1937, 
the dwelling units provided for 101,233 
families, as reported by the Department 
of Labor, was 40% ahead of the 1936 
period. Total for the ten months of 
152,073 units was only 8% ahead. 
Between July and October, the index 
of the cost of construction of small 
houses, compiled by the Federal Home 
Loan Bank Board, leveled off. The 


- 


weekly index number of wholesale build- 
ing material prices, computed by the 
Bureau of Labor Statistics, attained in 
May its 1937 peak at 97.2. By Decem- 
ber 11 it had dropped to 93.0. While 
the latter was down 4.3% from the 
year’s high, it was up 4.8% from its 
1936 position at 88.7. 


NORTH AMERICA DIVIDENDS 

Directors of the Insurance Co. of 
North America have declared an extra 
dividend of 50 cents a share and the 
regular semi-annual dividend of $1, both 
payable January 15 to stockholders of 
record December 31. 





How to get a re 
Who works without Pay 


HEN broker and insurance company work together to 


settle a loss quickly, fully and without technicalities, the 


broker has in his client a salesman who works without pay. 


Atlantic provides its brokers with many such salesmen by giving 


a service that satisfies its policyholders. 


The foundation of this and other popular features of Atlantic 


insurance is our time-tested policy of selected risks. The broker 


benefits equally with his client from this policy, for efficient 


settlement of losses is the vital element in building a profitable 


clientele. It goes hand in hand with unquestioned security, non- 


assessability, broker service, and a share in profits for the partici- 


pating policyholder. 


combination unique in the insurance field. 


All these are provided by Atlantic in a 


Send for our 1937 booklet-—“Atlantic Offers All 3.” We invite 


brokers to test the 


builder. 
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Liability of Vessels Following 
Collision Outlined by H. E. Reed 


Harry E. Reed, assistant manager of the 
Atlantic marine department of the Fire- 
man’s Fund at New York City and a 
claims expert of more than thirty years’ 
experience, discusses the liability of vessels 
following collision in the current issue of 
the Fireman’s Fund Record. What he has 
to say on this important problem follows: 

The law of the United States differs 
materially from that of other countries 
in connection with liability arising out of 
collisions between vessels, but it is im- 
practicable to deal with this subject ex- 
cept in so far as American law is con- 
cerned. 

When two vessels collide many factors 
enter to complicate a settlement. There 
is naturally a conflict of opinion as to 
where the responsibility lies, and in many 
instances it is utterly impossible to rec- 
oncile conflicting testimony. Where 
damages are not serious—particularly 
where there are comparatively few par- 
ties at interest—the liability is decided 
by arbitration, or by the attorneys get- 
ting together and agreeing upon a set- 
tlement. 

Litigation in Larger Cases 

In most larger cases, however, it is 
necessary to resort to litigation, and it 
is desirable that all parties—cargo claim- 
ants, passengers or members of the crew 
having claims for loss of their effects or 
personal injury—be brought into the ac- 
tion so that there may be one finding. 
Suits of this kind are usually brought in 
“Admiralty,” the United States consti- 
tution providing that jurisdiction over 
Admiralty suits belongs to the Federal 
courts. Certain rules and procedure gov- 
erning cases in Admiralty are different 
from those of other courts; for example, 
all Admiralty cases are tried before a 
single judge, without jury. 

The court can ultimately reach one of 
three decisions: (1) The loss arose 
through an inevitable accident; (2) one 
of the vessels was solely at fault; (3) 
both vessels were to blame. 

The first finding is extremely rare, al- 
though it is possible to have such a sit- 
uation. For instance, it might be shown 
that some part of a vessel containing a 
latent defect gave way, causing the ves- 
sel to collide; or perhaps one or both 
vessels became unmanageable during a 
storm. In such cases each vessel bears 
its own loss and injured persons and the 
owners of damaged cargo cannot recover. 

In the second finding the owners of 
the vessel must pay for the entire dam- 
age sustained by the other vessel and 
her cargo, and for any injuries to pass- 
engers and members of the crew. 

Both-to-Blame Claims 


However, the vessel owners can usual- 
ly limit their liability to the value re- 
maining in their vessel; although as to 
personal injury and loss of life claims, 
this limitation may not be for an amount 
less than $60 per ton, based on the ves- 
el’s gross tonnage. 

When the court holds that both ves- 
sels are to blame for a collision the set- 
tlement between the two vessels is ex- 
tremely complicated. Under the com- 
mon law no recovery can be made by 
the owner of a vehicle who, in case of 
collision, is guilty of contributing neg- 
ligence; but under Admiralty law, when 
both vessels are to blame, regardless of 
the degree of fault, each vessel must 
respond for 50% of the loss sustained 
by the other vessel, including its cargo, 
as well as losses arising out of per- 
sonal injuries, etc. 

Speaking generally, in cages of both- 
to-blame collision the cargo owners can- 
not enforce any claim against the vessel 





carrying the cargo, but they always have 
a claim of 100% against the other ves- 
sel. A curious “kink” in our law per- 
mits the owner of the non-carrying ves- 
sel (who has paid a claim in full for 
damage sustained by the cargo, etc., of 
the other vessel) to collect back 50% 
of such payment from the owners of the 
carrying vessel. 

Unlike cargo, however, claims for loss 
of baggage can be enforced against 
either vessel involved in a both-to-blame 
collision, and this is true of loss of life 
and personal injury claims. These must 
be ultimately adjusted between the two 
vessels, so that each owner will pay 50% 
of the entire loss. At this point it should 
be borne in mind that the owners of 
either or both vessels may be able to 
limit their liability. 

All of this appears to be, and is, very 
complicated. There is no phase of the 
law of the sea as involved as the settle- 
ment of a both-to-blame collision claim, 
particularly where there may be many 
parties at interest. There are many 
points that have not been settled by law 
and about which there is a difference 
of opinion between Admiralty attorneys. 


Dutch Salvager Hopes To 
Find Armada Ship’s Gold 


A new attempt is to be made to raise 
from the sea the millions of gold coins, 
minted when Philip of Spain was at war 
with Elizabeth of England, which are re- 
puted to lie on the bottom of Tobermory 
Harbor, Isle of Mull. The coins, 30,- 
(00,000 ducats, were in the galleon Duque 
Florenca, which set sail with the Span- 
ish Armada nearly 400 years ago. 

After the defeat of the Armada in the 
English Channel, a gale sprang up which 
swept a number of the ships up St. 
George’s Channel and the Irish Sea to 
the west coast of Scotland and the barren 
rocky strands of northern Ireland. 

The Duque Florenca reached the Isle 
of Mull. The officers ordered supplies 
from the islanders, but refused payment. 
As the galleon was putting to sea, she 
was blown up by a daring Highlander, 
who had got aboard and swam ashore 
after lighting the fuse. 

Now Herr Van Weiner, the Dutch 
engineer and inventor of a new type o 
diving and salvaging apparatus, has ob- 
tained permission to try to raise the 
cargo. 

For hundreds of years people have 
been seeking the gold, basing their hopes 
on an old story a Scottish diver found 
in 1665: “One paper of Lattin Extractes 
out of the Spanish records that there 
were thirty millions of cash on board the 
said ship and it tells it lay under ye 
Sell of the Runroome.” 

Among articles already recovered are 
a fine piece of plate in silver and gold 
which, had it been intact, would have 
been worth over $10,000; daggers, scab- 
bards, coins, bones and ammunition. 





Marine Underwriters Hit Hard By 
Big Losses During Last Two Months 


December appears to have been the 
worst month of 1937 for marine under- 
writers. The most serious losses of the 
month were those of the Dollar liner 
President Hoover and the British liners 
Stuart Star and Quarrington Court, 
while a smaller but nevertheless impor- 
tant loss was that of the American 
steamer Cauto. 

The wreck of the President Hoover, 
21,936 tons, is lying off Hoishoto Island, 
Formosa, while that of the Stuart Star, 
11,928 tons, is stranded on rocky coast 
off East London, South Africa. These 
two wrecks may involve insurance losses 
approaching $10,000,000. In the case of 
the President Hoover, underwriters are 
involved in a loss of over $5,000,000 on 
the hull and a substantial sum on the 
cargo. On the Stuart Star underwriters 
will be involved in a loss of $1,000,000 
for the hull, while the cargo has also 
been insured for a large sum. In any 


case, this loss will fall mainly on the 
London market. 

In November the Court liner Nolling- 
ton Court, 6,097 tons, was lost off Santo 
Domingo, and on December 7 the Quar- 
rington Court, 6,900 tons, a sister ves- 
sel, foundered in the Gulf of Suez. The 
hull coverages on these two vessels to- 
talled about $1,000,000, apart from sub- 
stantial insurances on cargo. The hull 
insurance on the Cauto was about 
$240,000. 

These losses towards the end of the 
year appear to destroy hope of a profit 
on the British marine insurance account 
for 1937. Taken altogether, the serious 
casualties which occurred in November 
and December may well cost underwrit- 
ers even more than the total involved 
in the major casualties mentioned. 

Marine losses and casualties reported 
in 1937 were heavier than those in any 
of the five preceding years. For this 
the Spanish and Sino-Japanese wars 
must be held partially responsible. 


APPLETON & COX, INC. 
UNDERWRITERS 


111 John Street 
NEW YORK 


ALL FORMS OF MARINE 
AND INLAND INSURANCE 


Branch Offices and General Agents: 


New York: 
Atlanta: 
Boston: 
Chicago: 
Dallas: 


111 John Street 
10 Pryor Street 
141 Milk Street 
Insurance Exchange Bldg. 


Frank Rimmer 
Kirby Building 


Detroit: 
New Orleans: 


San Francisco: 


First National Bank Bldg. 


George S. Kausler, Ltd. 
Hibernia Bank Building 


Pacific Marine Ins. Agency 
114 Sansome Street 





New Room For Brokers 


At Lloyd’s in London 


The new brokers’ room at Lloyd’s in 
London was inaugurated on December 20. 
During the previous week-end all the 
brokers’ “boxes” had been removed from 
the main entrance side of the underwrit- 
ing room and reerected in four tiers in 
the new annex, which communicates with 
the underwriting room by a short cor- 
ridor at the northwest corner. 

Panelled with light oak and well light- 
ed, the new room provides a more home- 
like impression than that of the marble- 
walled underwriting room. The seating 
accommodation of ninety-six seats will 
considerably relieve the congestion of the 
busier hours of the day. A loud speaker 
in the rostrum announces the names of 
those “called.” 

The space in the underwriting room 
vacated by the brokers has been filled by 
eight eight-seated underwriters’ boxes, 
which have all been allotted and will be 
in use early in January. Several have 
been taken by new syndicates starting 
business on January 1. 





New Tennessee Regulations 


On Financed Car Insurance 


James M. McCormack, Insurance Com- 
missioner of Tennessee, has issued new 
regulations governing the writing of in- 
surance on financed automobiles, which 
require that “actual policies or certifi- 
cates giving full information must be 
issued to purchaser of all fire, theft and 
collision insurance.” 

Admitting that many companies al- 
ready issue policies, Commissioner Mc- 
Cormack said certificates used by some 
companies are unsatisfactory. He charged 
that in some cases the assured’s premium 
had been collected but no insurance ever 
taken out. 





NOVEMBER LOSSES LIGHTER 


Returns issued by the Liverpool Un- 
derwriters Association show that eleven 
vessels of 28,930 tons gross were posted 
in the Loss Book as lost during No- 
vember. These figures compare with 
fifteen vessels of 34,995 tons gross so 
posted in November, 1936, and with 
twelve vessels of 39,601 tons gross in 
November, 1936. 

The total number of casualties posted 
in the Loss Book during November last 
was 643. The corresponding figure for 
November, 1936, was 676. For Novem- 
ber, 1935, the number was 526 and for 
November, 1934, it was 488. Only ves- 
sels of 500 tons gross and upwards are 
included in these statistics. 





O’NEILL’S NEW POST IN PHILA. 


J. Ross O'Neill, well known Philadel- 
phia inland marine underwriter, has re- 
signed his connection with Lukens, Sav- 
age & Washburn to join the agency of 
Daniel J. Walsh & Sons. Mr. O'Neill 
went to Philadelphia eleven years ago 
from a general agency in Bethlehem, 
Pa., and for a short time was connected 
with Hare & Chase. He is a native of 
Philadelphia and was educated at St. 
Joseph’s College and Lehigh University. 
For some years he has been active in 
the Insurance Society of Philadelphia. 





ARMORED CAR RISKS 


The inland marine course of the Hart- 
ford Insurance Institute after a_ brief 
holiday vacation, reopened with an ad- 
dress by Samuel Ludlow, Jr., manager 
of the registered mail and armored car 
shipments of the Central Bureau on Reg- 
istered Mail and Armored Car Risks. 
This lecture was given at the Hartford 
Public High School, Hopkins Street, 
Thursday, January 6, at 5 p. m. 


MARINE OFFICERS REELECTED 


The American Institute of Marine Un- 
derwriters has reelected officers as fol- 
lows: President, S. D. McComb; vice- 
president, W. D. Winter;  secretary- 
treasurer, F. B. McBride. Some changes 
were made in the personnel of the stand- 
ing committees. 
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‘CASUALTY and SURETY 








Towner Bureau Now 
Incorporated Body 


TOWNER CH’RMAN; LEWIS PRES. 


Messrs. Rutherford, Bach and Goodwin 
Elected Directors; Kirkwood and 
Zimmermann Promoted 

At a special meeting on Monday the 
Towner Rating Bureau, since 1909 a 
privately operated enterprise, was in- 
corporated and will hereafter be operat- 
ed as the Towner Rating Bureau, Inc. 
Rutherford H. Towner, pioneer surety 
rate-maker and founder of the bureau, 
was elected chairman of the board of 
directors to which was elected three 
company executives: Paul Rutherford, 
president, Hartford A. & I.; Frank A. 
Zach, second vice-president, Fidelity & 
Deposit, and R. V. Goodwin, vice-presi- 
dent, Fireman’s Fund Indemnity. 

Martin W. Lewis, right hand man to 
Mr. Towner for many years, who has 
been assistant manager up to this time, 
was promoted to president of the bureau 
and elected a director. J. L. Kirkwood 
was elected secrtary-treasurer and P. A. 
Zimmermann assistant treasurer of the 
new corporation. These promotions have 
been received with general satisfaction. 

Towner Constantly in Spotlight 


Rutherford H. Towner has seen more 
than forty years’ service in the surety 
field, twelve of which were spent with 
the American’ Surety—1896 to 1909. In 
1908 following a period of demoralization 
of surety rates the Surety Association 
of America was formed and Mr. Towner 
was appointed chairman of several com- 
mittees organized in an attempt to for- 
mulate premium rates for various bond 
classifications. After a year the com- 
panies became convinced that the rate- 
making function should be done by an 
independent rating bureau and Mr. 
Towner was asked to undertake that 
function. The new bureau began in Oc- 
tober, 1909, with twenty-two subscribers, 
and from that time on Mr. Towner has 
been almost constantly in the spotlight, 
performing a useful rate-making func- 
tion in a highly competitive field. 

Martin W. Lewis Chief Aide 

Martin W. Lewis, new president, is 
almost as well known as his chief. He 
began his notable career in 1912 as an 
office boy in the old National Surety Co., 
and after eleven years there joined the 
Towner Rating Bureau. His work as a 
rate-maker has received unstinted praise ; 
he has been characterized as “a model 
of fairness and square dealing.” 

With the National Surety Mr. Lewis 
was in close contact with William B. 
Joyce, then its president, and he gives 
Mr. Joyce much credit for his early 
training. He was advanced successively 
from office boy to clerk, assistant chief 
of fraternal orders and public service 
division, manager of fidelity bond de- 
partment, office manager and finally su- 
perintendent of the department and as- 
sistant secretary. Mr. Towner asked for 
his services in the Bureau and Mr. Joyce 
let him go, but with considerable reluc- 
tance. 

Messrs. Kirkwood and Zimmermann 

J. L. Kirkwood, secretary-treasurer, 
started with the Towner Bureau in Feb- 
ruary, 1915, his first and only job in the 
urety business. Considering the fact 
that he has never had company experi- 
ence his knowledge today of rating mat- 
ters is regarded as remarkable. He is 
particularly well informed on public offi- 
cial bond matters. 

P. A. Zimmermann, assistant treas- 
urer, came to the bureau in October, 
1936, after fourteen years with the United 
States F. & G. in its New York branch 
office. He is known for his keen knowl- 
edge of commercial and bankers’ blanket 
bonds. 


Coal Companies Sue 
On Penna. Comp. Law 


SAY CANNOT PAY HIGH RATES 





Employers Threaten to Revert to Com- 
mon Law Defenses Under Elective 
Provision of Statute 

Pennsylvania’s new compensation law 
is being challenged in the Supreme Court 
of that state on the ground that it is un- 
constitutional. It is claimed by two 
bituminous coal companies that the new 
law is class legislation; that it gives the 
State Department of Labor and Industry 
powers beyond the intent of the consti- 
tution; that the law’s proposed schedules 
would enable some employes to receive 
more as compensation than their regular 
wages; that it deprives employers of 
their property without due process of 
law, and that they are unable to pay the 
increased insurance rates. 

A suit to test the act’s constitutionality 
reached the Supreme Court January 3 
and argument is expected to be set for 
next week. The case was started in the 
Dauphin County Court by William A. 
Schnader, former attorney general of 
Pennsylvania, acting for the Rich Hill 
Coal Co., Hastings, and the Morrisdale 
Coal Co., Phillipsburg. He asked for an 
injunction restraining the Secretary of 
Labor and Industry from enforcing the 
law. The Dauphin court refused to en- 
tertain a taxpayers’ suit from the two 
coal companies. 

If successful such a suit would halt en- 
forcement of the entire act. Instead the 
court granted preliminary injunctions to 
prevent state officials from enforcing the 
act against the two coal companies only. 
Since then forty-three other coal com- 
panies have asked permission to inter- 
vene in fighting the law. 


Seek Common Law Defense 


Most anthracite producers previously 
had indicated that under the elective pro- 
vision of the law they would reject the 
act and choose to defend common law 
damage suits in county courts. Judge 
Fox of Dauphin County Court indicated 
the anthracite producers would be al- 
lowed to join the suit if they filed bond 
to indemnify workmen for injuries which 
might occur during the litigation. When 
this bond is filed the injunction will be 
extended to the forty-three companies 
also. 

Before the lower court could hear ar- 
gument on the petition to make the in- 
junction permanent, Attorney General 
Margiotti joined Schnader in asking the 
Supreme Court to take original jurisdic- 
tion in the case. The court agreed to 
review if the opposing counsel can agree 
upon a statement of facts eliminating 
everything except constitutionality. 

Estimates of the increased cost of the 
act range from 56 to 117%. 





John Kremer, Jr., Joins 


Johnson & Higgins in N. Y. 


John Kremer, Jr., who recently re- 
signed as northern New Jersey manager 
of the Indemnity Insurance Co. of North 
America, has just joined the interna- 
tionally known brokerage firm of John- 
son & Higgins in its head office at New 
York City. In so doing Mr. Kremer 
is entering a new phase of his career as 
up to now he has been a company man. 

For the past eight years he has been 
with the Indemnity Company and before 
that he was with the Great American 
Indemnity for four years as Pennsylvania 
field supervisor. A graduate of Universi- 
ty of Pennsylvania, he was a newspaper 
reporter and writer early in his career. 
Mr. Kremer is a son of John Kremer, 
vice-president, Insurance Co. of North 
America. 
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Field Opposition to Safe 
Driver Bonus Unfair 

SAY AROUSED COMPANY CHIEFS 

J. W. Randall, Travelers, Sees Plan as 


Entree to Uninsured Driver; Calls 
Upon Agents For Support 








The safe driver reward plan continued 
this week as the chief topic of interest 
in casualty insurance circles. Although 
it has not yet become operative the plan 
is being assailed by agents and brokers 
on the one hand and receiving the praise 
of the daily press on the other as a 
sensible step in the right direction. A 
blast of criticism from underwriters’ as- 
sociations in the Mid-West, which was 
reported at length on Tuesday in New 
York, was regarded as unfair by com- 
pany executives. They feel that the 
agents are taking a one-sided view of 
the plan—thinking only of the reduction 
in commission involved and overlooking 
the opportunity to sell millions of unin- 
sured motorists on its merits. 

Presenting this point of view Jesse 
W. Randall, vice-president, Travelers, 
says currently in Protection, the com- 
pany’s house organ, that there are at 
least a million more uninsured automo- 
biles on the roads today than a year ago. 
This increase means a jump in accidents 
in which the injured party or parties 
may not secure redress for injuries be- 
cause of the financial irresponsibility of 
many of the car owners involved. Mr. 
Randall points to rising public resent- 
ment against uninsured motorists; says 
criticism of financial responsibility laws 
in various states is growing “because 
these laws do not assure reimbursement 
to victims of the car owner’s first acci- 
dent.” He estimates that two out of 
every three cars in the country are unin- 
sured, a lamentable situation. 

Joint Responsibility 
_ Mr. Randall says “we people in the 
insurance business can’t shrug this off. 
We must accept the responsibility un- 
less we are willing to have the state 
step in and tell us what risks we must 
take and what commissions we may pay 
on the business accepted.” He sees this 
responsibility as shared by companies 
and agents alike. As a solution the safe 
driver reward plan, he observes, was 
created after several years of study of 
various plans for reducing the cost of 
auto insurance to the careful driver. It 
was not the creation of any one partic- 
ular company. When voted upon by 
member companies of the National Bu- 
reau of C. & S. Underwriters a few op- 
posed it but went along with the ma- 
jority in approving it as a step in the 
right direction. 
Arguments For Plan 

Mr. Randall in giving arguments in 
favor of the plan says: 

“It affords this reduction only to those who 


have demonstrated their right to be termed care- 
ful drivers; not to all who may claim that they 
are careful drivers but whose subsequent record 
does not bear out this claim. It answers that 
objection frequently brought forward by the 
man who has a long, clean driving record: 
‘Why should I be asked to pay as much for 
my insurance as the man whose record dem- 
onstrates that he is not as careful as I am?’ 
Most important of all, it is a step in the right 
direction. It will bring down the cost of 
automobile insurance to those who are entitled 
to a lower rate and make it easier for you to 
write more of the many desirable risks which 
are now uninsured.” 


Convinced that a much larger percent- 
age of all car owners must be induced 
to insure, Mr. Randall calls upon agents 
of his company to bring the new plan to 
the attention of those who merit insur- 
ance protection and who can afford it 
at its new low price. 


Schaefer Letter to Randall 


Early this week an open letter was ad- 
dressed to Mr. Randall by Walter A. 
Schaefer, Newark agent, who represents 
the Travelers. Mr. Schaefer goes into 
detail to show what he and other agents 
of New Jersey have done to improve ac- 
cident conditions for the companies and 
among them the issuance in 1931 of a 
pamphlet, “Who Makes Automobile 
Rates?”; launching an investigation of 
compensation law administration in 1932, 
and in the same year assisting the Na- 
tional Bureau to establish a New Jer- 
sey claims investigation. Mr. Schaefer 
at the time was president of the Cas- 
ualty Underwriters Association of New 
Jersey. He says that the loss which 
companies experienced on automobile 
bodily injury has now been turned into 
a profit, and adds: 

“And now, when it seems to the com- 
pany executives the opportune time to 
consolidate their gains and to gain a 
strategic advantage over competing sys- 
tems of insurance, they bring out the 
safe driver reward plan, which reduces 
the commission for the average produc- 
ing agent. The agent is told that this new 
plan will enable him to write so much 
more business that he can easily make 
up this reduction. * * * I say to you 
with the confidence born of experience 
that not one agent out of ten having a 
premium volume of $15,000 or more can 
restore that commission cut in one year. 


Suggestions Offered 


“In that part of the plan that offers 
a reward to the careful assured I am 
in hearty accord. But I wonder if you 
cannot achieve that without reduced in- 
come to your hard working, conscientious 
field force. For example: 

“Why not pay the same rate of com- 
mission as in the past until it becomes 
self-evident that the plan will not be 
self-sustaining without that contribution ? 

“Or, why not couple a contingent com- 
mission (with a top of 10%) to the pro- 
posed reduced commission so that the 
conscientious agent can restore his gross 
earnings if he makes money for the 
company? Under this plan, just like 

(Continued on Page 33) 
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Massachusetts Bonding 
Buys Larger Building 


r. J. FALVEY PLANS TRANSACTION 
Structure Acquired Known as Water 
Street Building in Boston; Altera- 
tions to Be Made 





The Massachusetts Bonding & Insur- 
ance announces purchase of the building 
located at 10 Post Office Square, running 
through Water Strect to Kilby Street, 
3oston, known as the Water Strect 
Building, adjoining the former Atlantic 
National Bank Building, known as the 
Post Office Square Building. 

Acquisition of this building is for the 
necessary accommodations of the com- 
pany’s growing business. The outlay af- 
fords opportunity for greater efficiency 
in operation as well as security from 
loss through fire, or other possible haz- 
ards to valuable records. 

The building, facing on Post Office 
Square, is opposite the new and inipos- 
ing Federal Building which houses the 
Boston Post Office. Neighboring build- 
ings are the historic structure of the 
New England Mutual Life and the Na- 
tional Shawmut Bank Building. 


Organized in 1907 


The Massachusetts Bonding Insurance 
buys for occupancy and will shortly es- 
tablish its home office in the building. 
The company is this year passing its 
thirtieth anniversary, having been or- 
eanized in 1907 by T. J. Falvey, who 
has been its president since inception. 
From a modest beginning in quarters at 
77 State Strect the company has steadily 
expanded until now it is one of the lead- 
ing casualty and surety companies of 
the country, with branch offices and rep- 
resentation throughout the United States. 
At present the company occupies the 
building at 14-20 Kilby Street, with ad- 
ditional quarters at 10 Doane Street and 
40 Central Street, and has a home office 
force of 650 officers and employes who 
will be housed in the new building. 

The building is fourteen stories high, 
including the mezzanine, and extends 
the entire block of Water Street from 
Post Office Square to Kilby Street. It 
comprises a total floor area of 140,000 
square feet, exclusive of the basement. 
The property was formerly owned by 
the Atlantic National Bank and the 
building is modern and well equipped, 
including six Westinghouse high speed 
elevators with full automatic operation. 

An interesting side light of this trans- 
action is the fact that Mr. Falvey, when 
he came from New York to Boston some 
forty years ago, had offices as manager 
for a large Baltimore bonding company 
in a building in Water Street, since 
razed to make place for the building he 
now buys for the company which he sub- 
sequently organized and has led to its 
present position down through the years. 

Negotiations for purchase and sale in 
this large real estate transaction were 
conducted by Mr. Falvey for the com- 
pany and Robert G. Emerson, vice-presi- 
dent First National Bank, the former 
owners. 

Numbered among present tenants of 
the Water Street Building are Brown 
Bros., Harriman Company, J. S. Bache 
& Co., Fiduciary Trust Company, Nor- 
folk & Western Railway. Massachusetts 
Mutual Life, Equitable Society, Halsey, 
Stuart & Co. and others. 


Ready for 30th Anniversary Convention 


The bonding company will occupy a 
large portion of the building and trans- 
fer its entire home office organization as 
soon as some necessary remodelling can 
be finished. , 

Early this year, in celebration of its 
thirtieth anniversary, the company will 
hold a convention and celebration which 
will be attended by several hundred rep- 
resentatives from all parts of the United 
States. It is planned to have the trans- 


fer and set-up of the new home office 
accomplished in preparation for that 
event. 





Alonzo Gore Oakley To 
Have 40th Anniversary 


VICE-PRESIDENT OF U. S. F. & G. 





William Street’s Casualty-Surety Dean 
to Be Given Round of Parties Be- 
ginning Jan. 10, Anniversary Day 


Next Monday, January 10, will be a 


"significant day for Alonzo Gore Oakley, 


vice-president and director of the United 
States F. & G. in charge of Greater New 
York, as it will mark his fortieth anni- 
versary of service with the company. 
Regarded today as the dean of William 
Street casualty and surety managers, 
Mr. Oakley came to the U. S. F. & G. 
when it was less than two years old 
and just opening up in New York. It 
has been his great satisfaction to watch 
the 76 William Street branch grow into 
the company’s largest nation-wide, and 
much of this growth is traceable to his 
own leadership and ability to pick able 
associates. 

For the next few months Mr. Oakley 
will undoubtedly be kept busy attending 
parties in his honor, first of which will 
be an informal luncheon by his depart- 
ment heads. Both the Surety Under- 
writers Association and the Casualty 
Managers Association of New York plan 
to give suitable recognition to his mile- 
stone at their January luncheon meet- 
ings. Then, in the Spring when the re- 
cently acquired building of the U. S. 
F. & G., next door to its present New 
York office, is completed a few com- 
pany celebrations will be staged in which 
Vice-President Oakley will be the cen- 
tral figure. 

Career Highspots 


Alonzo Gore Oakley spent four years 
with the American Surety before joining 
the U. S. F. & G,, so his career has 
really embraced forty-four years. The 


Late Casualty News 

The mid-year executive committee 
meeting of the National Accident & 
Health Association will be held January 
10 in Chicago. Arthur Holtzman, Colo- 
rado Life, president of the organization, 
will preside. Time and place of the an- 
nual convention will be decided. 


The Accident & Health Club of New 
York will hold its next dinner meeting 
on January 20 at the George Washington 
Hotel, New York. New officers will be 
installed by W. Otis Badger, 

* * x 


William R. Ehrmanntraut, New York 
Casualty branch manager, will be given 
a dinner January 18 at George Washing- 
ton Hotel, New York, by Insurance Post 
1081 in appreciation of his work as com- 
mander of the post last year. 

* * * 


United States F. & G. stockholders will 
meet in annual session January 17 to vote 
upon a resolution passed by the direc- 
tors to amend the charter so as to pro- 
vide for only common capital stock (all 
preferred capital stock having been re- 
deemed and retired), and to hold annual 
meetings on the fourth instead of third 
Monday in January. 

.: # 

The Casualty Managers Association of 
New York at its luncheon meeting next 
Wednesday is expected to pay tribute to 
Alonzo Gore Oakley, United States F. 
& G., in recognition of his 40th anni- 
versary. 





late Sylvester J. O’Sullivan hired him in 
the U. S. F. & G. and upon his death 
Mr. Oakley became his successor as New 
York manager. For years he and Ed- 
ward R. Lewis, now retired, were co- 
managers in running the branch. It has 
consistently been a money-maker. His 
chief aides today include Manager Wil- 
liam H. Estwick and Assistant Managers 
Kenneth H. Wood and A. A. Jackson. 





Prevent —do not lament loss! 
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EACH PEN POINT=$25,000,000 IN FORGERY LOSSES 





er butsupremely 
cunning is the deft hand to 
which business pays $275,000.- 


AN INVISIBLE HAND 
COMMITS THE FASTEST 
GROWING CRIME! 












000 in “racket money” every year! Despite precautions and safe- 


guards, forgery losses today are 


A personal or business check is easily forged . . . 


450 percent higher than in 1920. 


raised ... altered. 


Emphasize to the prospect that his only guaranteed protection 
from loss is in a Forgery and Alteration Bond. 


American Surely 


COMPANY 


New York Casualiy 


COM 


PANY 


These affiliated Companies, with head offices in New York, write 


Forgery, Fidelity and Surety 


Bonds and Casualty Insurance 











EXECUTIVE: CASUALTY 
CLAIM ATTORNEY 


Now seeks wider field of usefulness. 
Twelve years experience superintend- 
ing country-wide personal injury 
claims and suits at home office of 
large group in New York City. Three 
years in field investigating, adjusting 
and as assistant manager of claims. 
Practiced law for self before taking 
up casualty work. College and law 
school graduate. Member of Bar. 


Recommendations on request. 
Box 1315 


THE EASTERN UNDERWRITER 
94 Fulton Street, New York 











Edwin H. Charles Heads 
New Jersey Surety Ass’n 


ing; New Officers Include Paul 
Parris, Legislative Chairman 

Edwin H. Charles, Indemnity Company 
of North America, was elected president 
of the Surety Underwriters Association 
of New Jersey at its annual meeting 
Tuesday in the Downtown Club, New- 
ark, N. J., succeeding C. W. Quick, Aetna 
Casualty & Surety. D. B Lumpkin, 
Maryland Casualty, was elected vice- 
president; R. W. Hawkins, New Am-’* 
sterdam, secretary, and Oscar H. Linn, 
Employers’, treasurer. Mr. Quick was 
elected to the board of trustees which 
includes C. J. Collins, Standard <Acci- 
dent; H. B. Hodge, National Surety; 
H. B. Huteninson, American Surety, and 
W. G. Schryver, U. S. F. & G. 

The new president, U. of P. graduate, 
has had a dozen years’ surety experi- 
cnee, starting with the National Surety, 
then the American Surety on both agen- 
cy and production work, and in 1930 en- 
tering the Indemnity Co.’s service. He 
is now manager in its Newark branch 
office for bonding and burglary lines. 

President Charles’ first official act was 
to extend a vote of thanks to Mr. Quick 
for his fine work last year, during which 
the association gained in prestige. He 
then named Paul Parris, F. & D., to 
continue as legislative committee chair- 
man with Messrs. Hutchinson and Ver- 
noy as his associates. A competitive 
problem looming up in 1938, in’ Mr. 
Charles’ opinion, is the extension of mu- 
tual company writings into the fidelity 
field. 

Retiring President Quick noted with 
pleasure that the association has proved 
a common meeting ground where mem- 
bers can get to know one another bet- 
ter. Attendance has been good and in- 
terest sustained throughout the past 
vear, he said. As his final contribu- 
tion Mr. Quick suggested that when 
ordering Dun & Bradstreet reports the 
request be made to include among ques- 
tions asked of a client whether he has 
fidelity bond coverage on his employes. 
This idea was so heartily received by 
those present that it was voted to bul- 
letin the entire membership on it. 





Reward Plan Reaction 


(Continued from Page 32) 





under the compensation experience rat- 
ing plan, no one loss in excess of $1,000 
should be charged the agent. 

“Or, why not put the safe driver re- 
ward plan on a two-step basis, namely, 
714% bonus after one year of careful 
driving; 15% bonus at the end of the 
second year of careful driving, but ap- 
plicable only to the second and subse- 
quent years.” 
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GREAT PIONEERS 
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No. 17—The Late John T. Stone 


PRESIDENT 
MARYLAND CASUALTY Co. 
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as sEEN sy EDSON S. LOTT 
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If anybody had noticed John T. Stone 
in the lobby of a New York hotel he 
might have sized him up as a country 
storekeeper come to town to buy 
If he had engaged Mr. Stone in 
versation, he probably would have de 
cided he was the superintendent of a 
Sunday school in his home town. The 
first thought would have been wrong, the 
right. If anybody talked 
enough with Mr, Stone, the 
would have been made that he 
was thoroughly educated, exceptionally 
well-informed on current events and a 
constant student of human relations. 

Mr. Stone was rather small, dressed 
poorly, spoke softly, never obtruded. He 
was almost shy; but he maintained his 
opinions with tenacity. He avoided a 
fight, if possible; but fought like sin 
when he got into one. 

Mentally Dexterous; Always Dead- 

Earnest 


In debate Mr. Stone was dexterous in 
the use of his alert mental faculties. He 
stuck close to the subject under discus- 


roods. 


con- 


second 
long 
covery 


one 
dis- 


sion. He did not wander. He was al- 
ways in dead-earnest. He never told 
a story to illustrate a point. He just 


talked intelligently, pleasantly and per- 
suasively, never extravagantly. As soon 
as he finished, he stopped. When John 
T. Stone talked everybody listened. He 
was a good presiding officer; the best 
parliamentarian among us; and he could 
en better than he could talk. 

He knew down to every smallest de- 
tail all the angles of his job. Because 
he knew his own job so well and was 
so highly versed in the intricacies of cas- 
ualty insurance as a whole, he was a 
most valuable member of all our asso- 
ciations. 

He was deeply religious and he had 
the courage to carry his religion around 
with him. Whenever he was toastmas- 
ter at a banquet he either engaged a 
minister to invoke divine blessing on 
the gathering, lacking which he did it 
himself—and he did it well. When Billy 
Sunday, the evangelist, stormed Balti- 
more a mighty throng escorted him from 
the railroad depot to the place of wor- 
ship. Mr. Stone led the procession. 

Good Temperance Lecturer 
good temperance lecturer. 
Years ago a story was current to the 
effect that at a Maryland Casualty Co. 
directors’ meeting a director asked Mr. 
Stone whether it was a fact that the 
company insured a large number of 
breweries and that some of them had 
returned their policies for cancellation 
because of his temperance activities; that 
Mr. Stone answered such was a fact; 
that the director then asked Mr. Stone 
whether he did not think the directors 
should request him to cease his temper- 
ance activities; whereupon Mr. Stone 
asked to be excused for a few minutes, 
went into an adjoining room, bringing 
with him when he returned his written 


He was a 


resignation which he read to the direc- 
tors. The directors not only declined to 
accept his resignation but unanimously 
voted an increase in his salary. Whether 
or not this story is true, it strikingly 
illustrates John T. Stone’s character. 

Mr. Stone was born in Baltimore No- 
vember 21, 1859. He was educated in 
the public schools of Baltimore and Bal- 
timore City College. He was an hon- 
orary alumnus of Johns Hopkins Uni- 
versity. 


Started as Office Boy in Flour Firm 


Beginning his business career as an 
office boy with the old Baltimore flour 
firm of Harry Nudge & Co., later becom- 
ing bookkeeper for the Union Oyster Co. 
of Baltimore, he was subsequently em- 
ployed as confidential clerk by Platt & 
Co., also of Baltimore. In 1890 he en- 
gaged in the business of oyster packing 
(in Baltimore) on his own account, leav- 
ing it a year later to become assistant 
cashier of the American National Bank 
of Baltimore. 

His banking experience caused him to 
become greatly interested in the bonding 
business, and after four years with the 
bank he organized and became secretary 
and treasurer of the American Bonding 
Co. In 1898 he resigned from the bond- 
ing company and organized the Mary- 
land Casualty, becoming its president, 
and holding that office during the re- 
mainder of his life. He conducted its 
affairs with success and gained a nation- 
wide reputation as an intelligent and 
forceful casualty executive. 

The Maryland Casualty began business 
with a capital of $250,000 and a surplus 
of $100,000. At the end of the year in 
which Mr. Stone died, the capital was 
$3,500,000, surplus $3,766,739 reserves 
$24,766,165 and assets $28,266,165. 

Organized Life Company in 1917 

In 1917 Mr. Stone 
insurance company in 
Maryland Assurance Corp., 
business, with Mr. Stone 
on January 1, 1918. 

Mr. Stone possessed unusual powers 
of concentration; aptitude for hard work 


organized a life 

3altimore, the 
which began 
as president, 


and _stick-to-it-ive-ness, all joined with 
a logical mind and splendid business 
judgment. I think he would have gone 


farther if he had been broader-minded. 

He built a great company. He caused 
to be erected for his company, on the 
outskirts of Baltimore, a commodious 
and handsome office building, for hous- 


ing his home office staff, containing a 
splendidly equipped meeting hall and 
dining hall, surrounded by beautiful 


grounds—the whole an_ unconscious 
monument to himself and a credit to the 
City of Baltimore. 

The great Baltimore conflagration be- 
gan February 8, 1904, when the Mary- 
land Casualty was six years old, its an- 
nual premium income about $2,000,000 
and its home office force numbered about 
125. The fire started at 11 o'clock Sun- 
day morning, burned fiercely for thirty 
hours, covered 150 acres in the business 
section, destroyed 1,500 buildings, caus- 





JOHN T. STONE 


ing a loss of nearly $100,000,000. Twenty- 
two bank buildings were consumed. 

Fire fighting companies from New 
York Philadelphia, Washington and Wil- 
mington; from Harrisburg, Altoona, 
York and Atlantic City; as well as from 
neighboring towns, all helped subdue the 
flames. Fireboats from New York, Phil- 
adelphia and Wilmington helped. Out- 
of-town companies went home on Wed- 
nesday. National guardsmen were on 
duty in the burnt district fourteen days. 

Quick Action in Baltimore Fire 

At 2 o’clock on that Sunday someone 
telephoned President Stone that the fire 
was headed toward the company’s office. 
He hastened to the office, located on the 
tenth floor. From the windows he coulk! 
see the fire. He decided to move the 
records. There were four employes with 
him, one was sent to obtain wagons and 
the others to round-up the officers and 
male employes. Soon three two-horse 
trucks and about forty officers and em- 
ployes assembled. The building superin- 
tendent put in action a freight and a 
passenger elevator. The officials on duty 
at the nearby customs-house offered the 
ground floor of that building as a tem- 
porary shelter for the office equipment. 

The employes. were arranged in 
squads, each in charge of an officer, and 
each squad assigned to a particular duty, 
thus avoiding confusion and lost motion. 

At 8 o'clock the fire was so close that 
two men were busy brushing falling em- 
bers from the records, and all hands 
were drenched, now and then, by water 
from the fire engines. Then the freight 
elevator broke down. Other tenants 
were clamoring for the passenger eleva- 
tor. By this time fourteen large wagon 
loads had been removed, the last load on 
its way to the customs-house, and an- 
other load (of useful but not highly im- 
portant stuff) remained. At half-past 
eight fire lines were thrown around the 
building, stopping the wagon service. All 
hands now got together at the customs- 
house, and a scout found a restaurant 
open for business, the waiters wearing 
overcoats. 

The entire Maryland Casualty crew— 
cold, wet and weary—finally got into the 
restaurant and ate with vigor anything 
and everything offered. They had to 
eat fast because the restaurant building 
caught fire while they were eating. 

They again assembled at the customs- 
house, and then that building was threat- 


ened. President Stone decided it would 
be wise to again load the records on 
wagons. He had kept two of the wagons 


already used, but how to get more was 
a serious question. The entire business 
section of Baltimore was moving, and 
fabulous prices were offered for horses 
and wagons. However, seven large two- 
horse trucks and one single truck with 
a tipsy darky driver were obtained, mak- 
ing a total fleet of ten wagons. These 
were loaded and sent to City Hall Plaza. 
there to await further orders. All the 
records could not be loaded on the ten 


dent of the Standard Accident of De- 
troit, will be the next sketch from the 
pen of Edson S. Lott. The series now 
includes the late John T. Stone, 
George F. Seward, W. F. Moore, W. 
C. Maybury, Oscar Ising, Theodore 
E. Gaty, George M. Endicott, C. P. 
Ellerbe, S. C. Dunham, F. Highlands 
Burns, Louis F. Butler, Morgan G. 
Bulkeley, John R. Bland, James G. 
Batterson, K. C. Atwood and Samuel 
Appleton. 
Those 
these 
with 


desiring issues containing 
sketches should communicate 
The Eastern Underwriter. 











trucks, hence there was another scram- 
ble for more trucks. 


Moved Trucks by Man Power 


It was reported that four trucks with- 
out horses were parked alongside the 
curb two blocks away, but not a horse 
was obtainable. The Maryland Casualty 
force dragged those four trucks by man 
power to the customs-house, loaded the 
remaining records on them, and then 
pulled and pushed them to City Hall 
Plaza. Now midnight, another search 
for horses was made. Paying more than 
they would have sold for the day before 
the fire, the use of eight for ten hours 
was obtained. 

At 2 o’clock Monday morning the cara- 
van moved to the stable where the six 
trucks were obtained, to feed the horses. 
Before they were unhitched the wind 
changed and endangered the stable, so 
everything was moved to another stable 
two miles away. Here the horses were 
stabled and the loads left on the trucks 
in the street, the men watching the 
trucks and getting warm in relays, using 
the stable and an adjoining factory build- 
ing for that purpose. 

President Stone got in touch with 
President Webb of the Maryland Tele- 
phone Co. (a director of the Maryland 
Casualty) and engaged seven rooms (the 
only space unoccupied) in that com- 
pany’s building. one of the only four 
office buildings in the city remaining. 
The next hour or two President Stone 
spent trying to decide whether the fire 
would reach that building. Along about 
daybreak he returned to the stable. and 
found the whole crew still there. Scouts 
found some sandwiches and coffee, and 
then the men and the fourteen trucks 
treked to the telephone building. When 
the books and papers were deposited in 
the seven rooms, it was found that there 
was no space for the workers, therefore 
three officers began a search for larger 
quarters. 

New Home in Dwelling House 


To shorten a long story, at 11 o’clock 
a large dwelling house, reasonably well 
adapted for a home office, was obtained. 
By 6 o'clock the new home office of 
the Maryland Casualty was permanently 
established. This was after the home 
office force had been constantly on the 
moving job, in February weather, for 
about twenty-eight hours, much of the 
time in wet clothing, with little to eat 
and no rest, engaged in unusual and 
heavy work. These men and boys, un- 
accustomed to handling anything heavier 
than a pen, worked like stevedores. 

Not a desk, a chair or a typewriter 
was saved, and as the entire business 
section of the city burned, none were 
on sale. However, that handicap was 
overcome, in one way and another, and 
within a couple of days business. was 
going on as usual in the new home 
office. 

His Varied Activities 

Mr. Stone's activities were not con- 
fined to the Maryland Casualty and the 
Maryland Assurance Corp. His life was 
one of fullness and activity; but he never 
had any time for “society.” He was a 
director of the Maryland Trust Co., the 
Eutaw Savings Bank and the Epworth 
Book & Stationery Company; trustee of 
Kelso Home and St. Mary’s Industrial 
School; treasurer of Goucher College; 


first vice-president of the Lord’s Day 
(Continued on Page 37. 
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Lest Wishes to you 
Alonzo Gore Oakley 0” your 


O# 
ANNIVERSARY 


with the United States Fidelity & Guaranty Co., and 
may it be the beginning of a new era of prosperity 


and happiness for you and your organization. 


WHITE & CAMBY, INC. 


Edward I. White, President 
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| On the Production “Firing Line” 


“Red” Ledbetter of Oklahoma 


General Agent of Aetna Affiliated Companies There Has 
Achieved Nation-wide Prominence; Practical, Purposeful, 
He Is Strong Advocate of Survey Selling 





By Spencer Welton, Peripatetic Vice-President 








ce AMERICAN 


Re-Insurance Co. 
Robert C. Ream. President 


99 John Street - New York 


DECEMBER 3lst, 1936 


CAPITAL ‘ 2 8 $1,000,000.00 
Surplus . .  6,123,137.74 
Voluntary Catastrophe Reserve 500,000.00 
Reserve for Losses . . . 3,916,522.75 
All Other Liabilities . . . . 1,882,235.22 
TOTAL ASSETS... .... 13,421,895.71 


NOTE: Securities carried at $336,887. 50 in the 
above are dep as req d by law. 








National gatherings of insurance men 
year by year reveal new figures which 
bulk large against the horizon of their 
chosen profession. Some recede quickly 
into the comparative obscurity of strictly 
local prominence while others advance to 
the foreground and increase in stature 
as their contributions to the institution 
of insurance are critically examined and 
found valuable. 

Outstanding in this second group is a 
stocky, red-headed, be-spectacled, young 
vo-getter from the wind-swept plains ot 
Oklahoma—Oklahoma City to be exact. 
Everybody calls him “Red” Ledbetter, 
partly because the “Red” is so eminently 
see Recon and partly in recognition of 
the honest friendliness of his face and 
manner. 

E. R. “Red” Ledbetter is a serious- 
minded and purposeful young man, but 
he likes people and parties and golf and 
ranching. He is a leading agent of the 
ereat Aetna Affiliated Companies and 
recognized as a business man of sub- 
stance and sound judgment. 

Recent evidence of his practical think- 
ing may be found in the very compre- 
hensive and common-sensible address he 
delivered at the annual meeting of the 
National Association of Insurance Agents 
held at Dallas early in October. 

Energetic, Restlessly Alert 

“Red” Ledbetter, in a measure, person- 
ifies the Eastern idea of an Oklahoman. 
He is energetic, aggressive, restlessly 
alert mentally and physically, but he is 
a Georgian by birth and never saw Okla- 
homa until he was 22. 

Rome, Georgia, had the honor of sup- 
plying the background for the advent and 
early bringing up of young Mr. Ledbetter 
and there, too, was the home of his an- 
cestors “to way back yonder.” 

Certain characteristics said to be in- 
separable from the color of his hair 
made themselves evident right from the 
start. He knew what he wanted and 
forthwith set about getting it, which trait 
persists even today and is presumably 
responsible for the place he has made for 
himself in the business of insurance. 

He went to grade school and then one 
vear to Darlington Preparatory School, 
burning up his surplus energy at tennis 
and football, both games being sufficient- 
ly combative to satisfy the pugnacious 


spirit which was his by inheritance. 
Then he knew he wanted a job and at 
eighteen found one in Rome selling 


sportsman’s supplies. In 1915 his Sun- 
day School teacher employed him to run 
the insurance department of his real 
estate and insurance office. 

In 1916 “Red” Ledbetter determined 
upon a trip to California, but the expedi- 
tion appears to have been under-financed 
for he was next heard of in the casualty 
department of the Carr & French Gen- 
eral Agency at Tulsa, Okla. 

\ year later he succumbed to the lure 
of the World War but tempered his 
patriotism with prudence and enlisted in 
the Navy, where he could be assured of 
food and shelter unless the ship ran afoul 
of a torpedo, in which case he had an 
even chance to escape with one wetting, 
whether it proved to be temporary or 
final. 

Purchased Agency in 1922 

Thinking ahead even then, you see, 
and as always considering the practical 
aspect of the matter in hand 


In 1919, returning to the dry ground 


E. R. LEDBETTER 


of Oklahoma City, he became manager 
of the office there of Pearce, Porter & 
Martin, general agents of Tulsa. In 
1922 he bought the local agency of that 
firm and has since operated it as the 
Ledbetter Insurance Agency under which 
style it has become a leader, not only 
in Oklahoma City, but of the Southwest. 

Since 1919 he has been general agent 
for the Aetna Affiliated Companies and 
has at various times added the Home of 
New York, the Transcontinental, Pala- 
tine, Atlas Assurance, Phoenix, Actna 
(Fire) and Liverpool & London & Globe. 
His offices are modern and exceptionally 
well appointed, comparing favorably with 
the best in Chicago and New York and, 
as a concession to the equatorial charac- 
ter of Oklahoma Summers, air-condi- 
tioned. 


2-Year Old “Junior Partner” 


\ recent and impressive brochure de- 
scribing the office layout and service fa- 
cilities bears among other pictures an 
excellent likeness of the officially desig- 
nated junior member of the firm, E. R. 
Ledbetter, Jr. aged two. 

Aside from business, his chief relaxa- 
tion is golf, at which he is as hard to 


*beat in the low cighties as in the centest 


for a desirable insurance line. Music, 
books and paintings are not without 
their appeal to him, but he finds their 
significance inconsiderable. 

One part family, one part business and 
one part golf seem to him to blend into 
an ideal existence and he orders his life 
in that fashion. 

He declares that the most important 
factors in his success have keen hard 
work and his marriage to Marv Ann 
Edwards on December 24, 1923, and 
those who know the Ledbetters have no 
doubt that the declaration is a literal 
statement of fact. 


Ledbetter 


was born in Augusta, 
(-a., lived in Atlanta and later in New 
York, where the couple were married. 
Unusually attractive and vivacious, she 
is immensely popular at national conven- 
tions of insurance people which she at- 


The Attractive Mrs. 
Mrs. Ledbetter 
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tends regularly. when not too prcoccu- 
pied with domestic duties, among which 
may be mentioned Mary, aged twelve, 
Catherine, eight, and Ledbetter, Junior, 

o, hereinbefore mentioned. 

With it all she finds time to actively 
participate in Junior League work and 
started the Junior League Community 
House in Oklahoma City. 


Survey Selling His Specialty 


“Red” Ledbetter is interested in casu- 
alty, surety, fire and life insurance and 
maintains an efficient department for the 
development and servicing of each line. 
Soliciting by survey is, to his mind, the 
only logical and genuinely effective 
method of business getting and that was 
the thesis he expounded at the National 
Association meeting at Dallas. 

His objective is to protect his clients 
in every line where coverage is indicated 
and in amounts commensurate with their 
incomes and needs. He sees no point to 
working for weeks or months to estab- 
lish a connection and then being content 
with anything less than all the lines the 
assured carries or ought to carry. Agents 
everywhere are more and more coming 
to acknowledge the soundness of this 
position and are emulating him. 

Believer in Educational Courses 

Mr. Ledbetter believes that the best 
preparation for a young man who has 
determined to make insurance a life 
work is to take an educational course 
by mail from some insurance company 
or from the Insurance Institute of Amer- 
ica, or, better yet, to go through a home 
office training school. 

Then, to start soliciting by the survey 
method. 

He is not interested in politics except 
in the broad, impersonal sense, but does 
participate in civic movements and has 
been president of the Oklahoma City 
Kiwanis Club. He is National Counsellor 
for Oklahoma of the National Associa- 
tion of Insurance Agents, and is past 
president of both the Oklahoma City 
Local Board and the Oklahoma Associa- 
tion of Insurance Agents. 

There’s the brief and almost wholly 
factual account of a solid, sensible, suc- 
cessful business life. It sums up in the 
already used statement that “Red” Led- 
better has always known what he has 
wanted and has straight way gone about 
getting it. 

He has had the sagacity to perceive 
that the normal span of existence, being 
brief, does not permit effort to be dif- 
fused if it is to be rewarded by any 
significant result. 

So, he works as he thinks—in a 
straight line and the results speak for 
themselves. 

Eloquently. 





R. I. CATLIN SPEAKER 
The casualtv branch of the Insurance 
Institute of Hartford had as its guest 
speaker Wednesday night Robert I. Cat- 
lin. assistant vice-president, Aetna Cas- 
ualty & Surety. Mr. Catlin discussed 
the co-operative organizations main- 


tained by casualty insurance carriers. 


HUMAN INTEREST IN BONDS 





Walter J. Nichols Tells Kansas City 

Agents That Newspapers Furnish 

Good Canvassing Material 

Speaking before the recent Kansas 
City fidelity bond convention, Walter J. 
Nichols, superintendent fidelity bond di- 
vision, Standard Accident, emphasized 
the human interest angle of fidelity 
bonds. 

“It is my conviction,” he said, “that 
more of you would think fidelity bonds, 
talk fidelity bonds and sell fidelity bonds 
if you realized how interesting they are. 
Fidelity bonds are human interest 
stories. What can be more interesting 
than the character and honesty of per- 
sons, their problems, temptations, ex- 
periences. 

“A fidelity bond is a certificate of good 
character, something of which the princi- 
pal can be justly proud. Sometimes I 
think that a bond, instead of being writ- 
ten on a piece of paper, should be re- 
corded somehow on a gold badge be- 
cause it is a badge of honor. A person 
who is bonded hesitates to commit a dis- 
honest act.” 

Mr. Nichols compared fire insurance 
losses with fidelity losses, saying that 
fidelity losses equal fire losses, con- 
tinuing: 


“A survey conducted by one organiza- 


tion indicated that only slightly more 
than 50% of those interviewed carried 
any protection against dishonesty of their 
employes. Fidelity bonds cover more 
than buildings, more than physical prop- 
erty which might bé destroyed by fire. 
They cover working capital, investments, 
entire assets of the employer and be- 
yond that the employer’s credit. One 
estimate places dishonesty losses as re- 
sponsible for 7% of business failures. 

“There is the risk, there is the unsold 
market, there is the human interest story. 
Newspapers publish daily numerous ac- 
counts of these human interest stories. 
Take them and use them. They are ad- 
vertising your product and yet you fail 
to take advantage of them. If newspa- 
pers print them there must be a reason. 
It is because they are human interest 
stories and they go to every home and 
to every office, and they are read.” 


McGREGOR WITH CONTINENTAL 


To Assist Lloyd M. Kuh in New York 
With Development of Company’s 
Franchise Department 





Lloyd M. Kuh, New York district 
manager disability division Continental 
Casualty, announces appointment of 


Hugh R. McGregor as his assistant. Mr. 
McGregor has been with the Aetna for 
ten years giving sales helps to agents and 
brokers in the field. He will now take 
up the special work the Continental is 
doing in accident and health through its 
wholesale or franchise department. The 
Continental’s plan is to interest employ- 
crs of five or more persons and introduce 
an accident and health insurance pro- 
gram supplementing workmen’s compen- 
sation on an inexpensive wholesale basis. 
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Aetna Obtains Facts 
In Headlight Tests 


EFFECTS OF GLARE ON EYES 





Company’s Special Device Acquaints Car 
Operator With His Ability to 
Withstand Bright Lights 





Interesting new data concerning the 
ellect of headlight glare on the ability 
of automobile drivers to drive safely at 
night is being assembled as a result of 
tests on the Aetna glarometer, a recently 
added unit of the Aetna Casualty & 
Surety’s safe driving tests, demonstrated 
recently before the American Associa- 
tion for Advancement of Science. <A 
special invitation to show the glarometer 
at the association’s annual exhibition of 
scientific apparatus was extended by Dr. 
Fk. C. Brown of the Smithsonian Institu- 
tion, one of the officials in charge of the 
meeting. ; 

Scientists have expressed interest in 
the device because it is the first mechan- 
ism thus far developed to automatically 
register a driver’s degree of resistance 
to headlight glare. A check of persons 
taking the glarometer test showed that 
some are almost totally blinded by head- 
light glare, while others appear capable 
of handling an automobile at reasonable 
speeds without danger. 


How Driver’s Eyes React 


When taking the test, the driver is im- 
pressed with the manner in which his 
eyes are tricked while facing a bright 
light. Because there is comparatively 
little light to be had after dark, the 
pupils dilate to admit all the light possi- 
ble. When a sudden glare flashes into 
the eyes the pupils contract quickly. 
The sudden increase in the intensity of 
the light impairs the vision just as surely 
as does an insufficient amount. 

Instruments especially designed for the 
purpose measure and record on a score 
card the number of light units required 
for the driver to properly overcome the 
glare caused by the bright beams thrown 
directly into his face. If his glare re- 
sistance is lower than average, as shown 
by his score card, the driver is thus 
shown the necessity for driving even 
more slowly than he othérwise would 
when driving at night, and in other ways 
taking all possible precautions. 

Acquainting the individual driver with 
the hazards traceable to blinding lamps 
is seen as increasingly important in acci- 
dent prevention work. Numerous studies 
point to the lack of proper vision as a 
major cause of traffic mishaps. One such 
study shows that while night traffic is 
normally only 20% as heavy as day 
traffic, approximately three-fifths of all 
casualties occur after dark. 

Another survey embracing twenty-six 
states shows that accidents occurring as 
a result of obstructed vision are more 
than twice as likely to prove fatal. A 
good percentage of this type of accident 
is directly traceable to the menace of 
blinding headlights. 





VICE-PRES.S OF LUMBERMENS 


James S. Kemper, president (Ameri- 
can) Lumbermens Mutual Casualty, Chi- 
cago, has announced election of Warren 
C. Beem and Bruce W. Davis as vice- 
presidents of James S. Kemper & Co., 
the central department office represent- 
ing the company and its associated car- 
riers. Mr. Beem entered insurance in 
1918 and joined the Kemper organiza- 
tion as a field representative in 1933. 
Mr. Davis, who started in 1915, then 
joined with Associated Mutuals, Inc., At- 
lanta, the southeastern office of the 
I umbermens, in 1926. In 1933 he went 
to Chicago and became a representative 
ot James S. Kemper & Co. 





SURETY MEN ELECT MAYS 
The Surety Association of Portland, 
Ore., has elected the following officers: 
President, Howard Mays, Loyalty group; 
Vik e-president, Robert Whyte, Fidelity 


CALL FOR MOTOR EXPERIENCE 





Illinois Department Seeks More Infor- 
mation Than Was Required Under 
Former Instructions 


Companies making their own rate fil- 
ings as provided under Article XXVI 
of the Illinois Insurance Code have been 
notified by Ernest Palmer, Director of 
Insurance, that on or before February 1 
they will be required to file a statement 
of experience setting forth the follow- 
ing information for each classification 
of motor vehicle insurance written for 
which a specific or definite rate or pre- 
mium is provided: (1) Net direct pre- 
miums written; (2) net direct premiums 
earned; (3) losses and allocated loss ex- 
penses incurred. 

Companies are also required to file 
the following information: Commissions 
and brokerage incurred on: business writ- 


ten respectively in Cook County and in 
the remainder of the state outside of 
Cook County; taxes (Federal, state, 
county and municipal) incurred on busi- 
ness written in the state as a whole; 
underwriting expenses incurred on busi- 
ness written in the state as a whole. 
Underwriting expenses shall include all 


expenses incurred (other than commis- 
sions and brokerage, taxes, losses and 
allocated loss expenses incurred) on IIli- 
nois business. This statement shall 
cover that period of time which has 
been or will be used in establishing rates 
for the coming year but in no event 
shall it cover a period of less than the 
two years, 1936 and 1937. 


Under the provisions of Section 418, Article 

XXVI of the Code, changes in schedules show- 
ing all rates and other charges, rating plans, 
classifications and rules and regulations filed 
with the Director may be made at any time, 
provided a_ verified copy of the proposed 
changes is filed with the Director before adop- 
tion. Such changes shall become effective fif- 
teen days after such filing unless the Director 
shall find that the conditions require changes 
to become effective before the fifteen day period 
has expired. 

On_ several occasions changes in schedules 
on file have been made by companies without 
indicating the reasons therefor and it therefore 
becomes necessary for the Department to _re- 
quire that all changes submitted shall hereafter 
be accompanied by a statement of experience 
justifying the same. 





MT. RANIER PARK RULING 


The monopolistic State Workmen’s 
Compensation Act in Washington does 
not apply to extra hazardous work done 
within the confines of Mt. Ranier Na- 
tional Park, the State Supreme Court 
held. The State sought to recover pre- 
miums from Ranier National Park Co. 
for risks within the park. 





John T. Stone 

Page 34) 
Anti-Race Track Gambling 
chairman of the 
Movement of the Methodist Episcopal 
Church; manager of the Board of For- 
eign Missions and the City 
Society ; trustee of the Monument Street 
Methodist Church and superintendent of 
its Sunday School. 

He was a charter member of the 
Maryland branch of Sons of the Ameri- 
can Revolution, a member of the Mary- 
land Historical Society, the Merchants 
Club, the City Club, the University Club 
and many other clubs and associations 
Somehow he managed to give each insti- 
tution with which he was connected as 
an officer or director the necessary at- 
tention called for by that relationship. 
A busy man? Yes, but he had the rare 
faculty of doing a good job in a short 
time. His was a high type of rugged 
individualism. 

Mr. Stone died on May 9, 1920. 

At the council table he was greatly 
missed by his confreres; and large was 
the number who lost a_ philanthropic, 
benevolent and humane friend when 
John T. Stone passed on. 


(Continued from 
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HEIRLOOM 








now use: “furniture.” 


HEIRLOOM. This term is derived from the English word heir 
and the Anglo-Saxon geloma or loma, household stuff. 
when the clothing of a family was spun and woven at home, the loom 
was the most important article of furniture in a house, and eventu- 
ally its name became representative of all, in the same sense as we 
In Cheshire, to this day, the word “loom” is 
used as descriptive of any article of furniture. From this use of the 
word comes its application to specific articles descending from father 


. > 
to son, and called “heirlooms.’ 
— “Words, Facts and Phrases,” 


In old times. 


Edwards. 








Agents and Companies have many heirlooms which should be 
safeguarded by friendly cooperation. 


Bankers Indemnity Insurance Co. 


« Casualty Affiliate of The American Group” 





Newark, New Jersey 
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Saeed to tiene 
National Advertising 


IS TO BANKERS 


ONE APPEAL 


Old Detroit Company Will Supplement 
Use of Magazines With Many 
Other Helps to Local Agents 

The Standard Accident has made plans 
for continuance of its advertising in na- 
tional magazines and insurance journals 
for 1938. As in the past the national 
advertisements will be of an institutional 
nature with a few advertisements on 
coverages particularly applicable to soli- 
citation during certain seasons of the 
year. Of particular interest to agents is 
the information that several of the na- 
tional advertisements will emphasize 
their importance to the welfare of the 
community through the service agents 
are prepared to render to their clients. 
Appeals to Banks 
magazines to b 
Business Week, in which a 
two-column advertisement will appear 
each month. A half-page advertisement 
each month will again be used in Bank- 
ing Magazine. This copy as in the past 
will be aimed directly at banks and will 
feature the protection available through 
the company’s agents against the results 
of embezzlement, burglary, robbery, 
check forgery and other banking haz- 
ards. 


The 


National used are 


Time and 


distinctive layout originated for 
this client by N. W. Ayer & Son, Inc., 
the company’s advertising counsel, will 
be maintained in both the national maga- 
zines and insurance journz als. 

In addition to its national magazines 
and insurance journal advertising, an ex- 
tensive array of advertising material and 
promotion helps will be made available 
to Standard Accident agents, including 
folders, leaflets. sales letters, window 
posters, etc. The Standard is now in 
its fifty-fourth year and specializes in 
all forms of casualty insurance and fidel- 
ity and surety bonds. The company be- 
gan advertising in consumer publications 
of national circulation in 1934 and was 
one of the first casualty companies to 
use that medium. 





| Mutuals Claim Big Year | 


A statement issued in Chicago this 


week by A. V, Gruhn, general man- | 
ager American Mutual Alliance, indi- 
cates that mutual companies enjoyed 
the best year in their history during 
1937. Mr. Gruhn said that when all 
reports are received they will un- 
doubtedly reveal that premium volume 
has soared to an all-time high, and 
| that the loss experience was entirely 
satisfactory, especially as to auto lia- 
| bility, workmen’s compensation and 
fire, which lines constitute the bulk of 
mutual insurance. Mr. Gruhn stated 
also that the effects of the business 
decline on the securities markets have 
had little or no effect on the financial 
standing of mutual companies. 





L. G. WOHLFORD PROMOTED 





Minner & Barnett, Inc., Names Him Su- 
perintendent of Underwiiting Dept.; 
Started as Office Boy 

& Barnett, Inc., 
manager of the Zurich, have announced 
the promotion of Leland G. Wohlford 
to the post of superintendent of the un- 
derwriting department. 


Minner metropolitan 


Mr. Wohlford started with Minner & 
3arnett, Inc., as office boy and for over a 
decade has steadily advanced, 


Mr. 


received 


Wohlford’s 
along 


promotion 


William 


News of 


was favorably 
Street. He is held in high regard as an 
able, seasoned casualty underwriter. 





Cc. L. R. NICHOL VICE-PRESIDENT 

C. L. R. Nichol has been elected vice- 
president of Associated Mutuals, Inc., 
which operates as the southeastern de- 
partment of the Lumbermen’s Mutual 
Casualty of Chicago. 
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40th Anniversary To 

Be Stressed In Ads 
MARYLAND CASUALTY PROGRAM 
To Stress ‘fens, Events” Theme 


in 1938 National Advertising; to 
Reach 5,000,000 Readers 





The fortieth anniversary of the Mary- 
land Casualty will be featured in its na- 
tional advertising during 1938. This com- 
pany, founded on March 1, 1898 has 
been a steady national advertiser during 
the past few years and its campaigns 
have been of a high quality. 

The first of its fortieth anniversary 
advertisements, this month, stresses the 
fact that the company’s forty years have 
been dedicated to a single principle: 
“Unforeseen events need not change and 
shape the course of man’s affairs.” Sub- 
sequent advertisements will likewise cen- 
ter attention on the company’s stability 
and experience. They will appear in 
Time, Fortune, Business Week, Nation’s 
Business and Forbes, in addition to a 
group of banking and insurance publica- 
tions in the United States and Canada. 
It is estimated that the messages will 
reach over 5,000,000 readers each month. 


J. A. Verdi Heads Northern 
N. J. Dep’t of Employers’ 


Effective January 3 the Newark, N. J.. 
service department of the Employers’ 
Group became the northern New Jersey 
department with John A. Verdi as resi- 
dent manager. The following counties 
will be serviced: Hunterdon, Warren, 
Sussex, Passaic, Bergen, Morris, Essex. 
Hudson, Union, Somerset, Middlesex and 
Monmouth. 

Mr. Verdi began his insurance career 
with the Aetna in 1920, after which he 
became associated with a general agency 
of the Employers’. He left the agency 
to become a special agent for the Em- 
ployers’ in 1927 in the New Jersey ter- 
ritory. Shortly thereafter he became 
manager of the Newark service depart- 
ment. 

Oscar H. Linn, formerly special agent 
in the same territory, became as of Jan- 
uary 3 superintendent of the bonding de- 
partment for the newly established 
northern New Jersey department. 








COMPENSATION DIGEST READY 
The Association of Casualty & Surety 
Executives, 60 John Street, New York, 
announces that the new edition of its 
Dig sest of Workmen’s Compensation 
Laws is ready for distribution. The new 
edition has been revised to November 1, 
1937. Since the publication of the four- 
teenth edition in 1935 thirty-seven states 
and two territories have amended or 
supplemented their werkmen’s compensa- 
tion laws. 





W. G. MEINHARDT KILLED 

William G. Meinhardt, manager casu- 
alty department Edward J. Miller & Co. 
agency, Louisville, was struck and killed 
by an automobile December 24 as he 
stood beside his stalled car on Highway 
50 near Flora, Ill., while enroute to St. 
Louis with his wife, his young son and 
his mother. He was 40 years old. 





80 John Street, N. Y. 








SEABOARD SURETY CO. 


FIDELITY AND SURETY BONDS-CAPITAL $1,000,000 
Cc. W. FRENCH, PRESIDENT 
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Minette Bodecker is First Bureau 


Staff Member to 


Miss Minette Bodecker celebrated her 
twenty-fifth anniversary with the Na- 
tional Bureau of Casualty & Surety Un- 
derwriters January 3 at a surprise recep- 
tion given in her honor by fellow em- 
ployes of the bureau. She was present- 
ed with a gold wrist watch and a large 
bouquet of flowers. Miss Bodecker is 
the first member of the bureau staff 
ever to complete twenty-five years of 
service. She is now secretary to E. E. 
Robinson, secretary-treasurer of the bu- 
reau. 

The presentation was made by Milton 
Acker, manager compensation and liabil- 
ity department, who ranks next to Miss 
Bodecker in years of service with the 
bureau. William Leslie, general mana- 
ger, extended congratulations, wished her 
well for the years to come. In response, 
Miss Bodecker told how she was one of 
five persons in the bureau office when 
she first came to it. At that time it was 


Complete 25 Years 


known as the Workmen’s Compensation 
Service & Information Bureau, and Miss 
Bodecker served as secretary to the late 
Stanley L. Otis, secretary-treasurer and 
actuary. 

In the early days most of her work 
was in connection with committee activ- 
ities. In that way she became well ac- 
quainted with executives of member com- 
panies. She has seen the bureau expand 
through many stages of development to 
its present status as the rate making or- 
ganization for the stock casualty business, 

In a letter of congratulation to Miss 
Bodecker, Albert W. Whitney, consult- 
ing director, National Conservation Bu- 
reau, wrote: “I doubt if there is any- 
one who knows the inner history of the 
bureau as well as you, and the work that 
you did in the early years as secretary 
of the compensation rate revision com- 
mittee was something that should never 
be forgotten and will not be forgotten 
by those who participated in it.” 





Travelers Estimates 40,300 
Auto Fatalities in 1937 


Accident totals on the nation’s high- 
ways vaulted to new and dizzy heights 
in 1937 with the death figure reaching 
40,300 and non-fatal injuries taking a toll 
of 1,060,000, says the Travelers. It is 
the first time in the history of automo- 
bile transportation that fatalities exceed- 
ed 40,000 or that injuries exceeded one 
million, 

Preliminary analysis of the figures by 
the company’s statisticians indicates that 
the number of pedestrians killed in 1937 
rose sharply to 17,500 compared with 
16,160 in the previous year. Pedestrian 
injuries jumped from 293,350 in 1936 to 
approximately 350,000 in 1937. The in- 
crease in fatalities, slightly in excess of 
6%, is almost identical with the nation- 
wide increase in motor vehicle registra- 
tions. 





EXCESS COVERS 


REINSURANCE 





EXCESS UNDERWRITERS, INc. 


JOSEPH P. GIBSON, JR. 
PRESIDENT 


90 John Street 


MORTIMER D. PIER 
SECRETARY 


New York, N. Y. 





RANDOLPH E. BROWN PROMOTED 





Superintendent of Agencies, American 
Surety-N. Y. Casualty; J. E. Gibbons 
Joins These Companies 

Randolph E. Brown, who has been 
district supervisor of the American Sure- 
ty and New York Casualty for the past 
four years, has just been promoted to 
superintendent of agencies with country- 
wide supervision. Son of the late R. R. 
Brown, vice-chairman of the American 
Surety, he was in the local agency busi- 
ness in Sarasota, Fla., before entering 
the home office. Interestingly his part- 
ner at that time was George W. Crist, 
Jr.. now manager, metropolitan New 
York department, Fidelity & Deposit. 

Another appointment is that of James 
E. Gibbons, consulting engineer, who 
joins the American Surety and New 
York Casualty to assist in the produc- 
tion, underwriting and settlement of 
claims on contract bonds. U ntil recently 
Mr. Gibbons was director of labor rela- 
tions of the General Contractors Associa- 
tion of New York. His experience in 
the contract and engineering field covers 
a variety of activities over a period of 
many years, 





BOTEIN RESUMES PRACTICE 


Bernard Botein, chief of the recent ac- 
cident fraud investigation in New York 
County, following termination of the in- 
vestigation and the submission of his re- 
port to the Appellate Division and the 
Bar Association, has resumed the gen- 
eral practice of law at 271 Madison Ave- 
nue, New York. He will to some extent 
act as consulting counsel in suspicious 
claims. 
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